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ABSTRACT 
ENTREPRENEURIAL EDUCATION FOR THE UNEMPLOYED: 
A CASE STUDY 
MAY, 1997 
VICTORIA SINGER, B.A., HUNTER COLLEGE 
M.A., NORTH ADAMS STATE 
Ed.D., UNIVERSITY OF MASSACHUSETTS AMHERST 
Directed by: Dr. Charles S. Adams 
In 1989, the City of Pittsfield implemented an 
entrepreneurial education program for the unemployed using 
federal funding. This study describes the evolution of the 
educational program and identifies key elements in the 
entrepreneurial education process. 
The literature review sets the context of the case 
study in the new, burgeoning field of entrepreneurial 
education. The lack of consensus on a definition and the 
"idiosyncratic" nature of entrepreneurship creates a fluid, 
volatile climate for this case study. The case study 
responds to the call for research in the field by providing 
a seven year in depth analysis of the results of an 
entrepreneurial educational program for the unemployed. 
A personal, narrative case study approach reflected my 
role as a participant/observer and included participant and 
staff responses. Data analysis also included document 
review and participant surveys. The key elements that 
emerged in this case study were: 1)issues of unemployment 
# • 
Vll 
needed to be addressed in the curriculum design; 2)adult 
learning strategies provided methodologies that addressed 
those issues; 3)a staff composed of present or former 
business owners provided the necessary practical, relevant 
orientation; 4)networking skills were enhanced by 
interaction with peers; 5)continual feedback from 
participants provided essential guidance for curriculum 
development; and 6)beneficial results beyond business starts 
need to be included in assessments of entrepreneurial 
training programs. 
The case study reports that 264 of the 428 participants 
included in the study started businesses and almost all of 
the others secured employment or went on for other training. 
This study concludes with recommendations for support 
of future entrepreneurial educational programs for the 
unemployed as a way to create a climate for small business 
development in turbulent, changing economies. 
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CHAPTER 1 
INTRODUCTION 
Introduction 
The story of the lone individual who sets out to make a 
fortune, often against all odds, is embedded in American 
mythology. What was once accomplished by heading west, has 
been reconceptualized in current mythology by the dream of 
small business ownership. Not only is the dream held by an 
increasing number of individual "pioneers" but public 
agencies are seeking a role in encouraging people to make 
the dream a reality as a solution to economic revitalization 
in an era of corporate downsizing and economic restructuring 
(Berkeley Planning Associates, 1994; Kirchhoff & Green, 
1995; Manning, Birley & Norburn, 1989; Taub, 1995; White, 
1994) . While the explosion in small business ownership, 
especially among women and minorities, is receiving public 
attention (Byrd, 1994; Mehta, 1996; Pinson & Jinnett, 1992) 
the academic arena is burgeoning with the cacophony of 
diverse perspectives attempting to define and analyze the 
phenomenon (Kasarda, 1994) . In this fertile ground, 
entrepreneurial educational programs have emerged in public 
and private institutions in response to the demand (Plaschka 
& Welsch, 1990). 
Entrepreneurial Educational for the Unemployed: A Case 
Study examines a publicly funded entrepreneurship training 
program for dislocated workers and responds to the issues 
1 
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raised in academic circles by describing the complex, 
dynamic process of fostering small business ownership. In 
the balance of the Introduction, I provide a definition of 
entrepreneurship, a summary of the literature on 
entrepreneurial characteristics and education, the economic 
context and overview of the training program, the history of 
my own participation, the design and purpose of the study, 
and the significance to the field. 
Chapter 2 is a review of the entrepreneurial literature 
which explores the theoretical problems in the field and 
sets the context for the case study. This section focuses 
on the current and historical debate on defining 
entrepreneurship and identifying entrepreneurial behavior, 
and the emerging field of entrepreneurial education. 
Chapter 3 describes the research design. It begins 
with the methodology utilized, covers the population and 
setting, the data collection and analysis, and discusses 
issues of trustworthiness and ethics. 
Chapter 4 presents the case study as a narrative, 
utilizing a qualitative approach. The case study includes 
the development of the program through the iterative process 
of participant feedback and my reflections as a 
participant/observer, and the results of the program as 
reported by a sample of participants from surveys. Data 
analysis is incorporated into the narrative. This chapter 
3 
also includes the impressionist tale (Van Maanen, 1988) of 
one participant. 
Chapter 5 presents the conclusion, including findings, 
along with implications for public policy. It also includes 
recommendations for further research. 
/ 
Definition of Entrepreneurship 
Agreeing on a theoretical base, let alone a definition, 
for entrepreneurship has been elusive. Peter Kilby (1971) 
may have most appropriately described the dilemma raised by 
trying to define the entrepreneurial phenomenon as the hunt 
for the Heffalump (from A. A. Milne's Winnie-the-Pooh). 
Kilby described the creature as one hunted diligently and 
often sighted but never captured and never described the 
same way twice (p. 1). Since 1971, continuous attempts 
have been made to find a definition that researchers can 
agree to (Brockhaus, 1982; Gartner, 1989; Herron, 1994), but 
the animal remains illusive. 
In this case study, I join the hunt by exploring 
previous discussions of the topic, particularly focusing on 
the behaviors and environments that influence 
entrepreneurial success and, while avoiding a definitive 
definition, show, by examining the evolution of one 
entrepreneurial training program, how a teaching methodology 
can contribute to an environment that encourages 
entrepreneurship. 
4 
The various and evolving definitions of 
entrepreneurship are further discussed in Chapter 2, the 
Literature Review. For the purposes of this paper, 
entrepreneurship is defined broadly, focusing on the 
individual and adopting the arguments put forward by Herron 
(1994) in his analysis of the literature. Entrepreneurship 
is "a state of mind or a set of behaviors characterized by 
innovation, flexibility and creativity" and the entrepreneur 
is anyone who "creates a new business organization 'from 
scratch'"(p. 18-19). I use the term entrepreneurship 
interchangeably with small business ownership, self- 
employment and new venture creation. 
My personal and professional experiences in the field 
have led me to adopt this definition because I have learned 
that starting a business requires the exercise of 
particular, identifiable, behaviors which, along with a 
knowledge of business information and a favorable 
environment, are critical to success. Additional research 
indicates that entrepreneurial behaviors can be developed 
through educational programming (Herron & Sapienza, 1992). 
The definition for the purposes of this paper is extended to 
include the concept that the necessary entrepreneurial 
behaviors can be learned. 
Although there is considerable literature on 
entrepreneurial behavior and some on entrepreneurial 
education, little attention has been paid to developing 
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entrepreneurial behaviors through educational programming. 
This case study explores the evolution of a training program 
that incorporated entrepreneurial behavior development into 
the curriculum in response to participant needs and adds to 
the emerging literature on the topic. 
Entrepreneurship Literature 
The explosion in small business growth, the shift to 
micro-business and the increase in women and minority owned 
businesses has resulted in increased attention to 
entrepreneurship as a field of study in both popular and 
academic circles. Popular authors like Alvin Toffler in 
The Third Wave. John Naisbett in Megatrends (Herron, 1994) 
and Peter Drucker in Innovation and Entrepreneurship (1985) 
talk about the shift to a new world entrepreneurial economy. 
"Inc Magazine", "Entrepreneur", "Success", and "Self- 
Employed Professional" are only a few magazines devoted to 
small business that have thrived in recent years. 
"Entrepreneurship:Theory and Practice", "The Journal of 
Small Business Management", "The Journal of Business 
Venturing" and "The Journal of Private Enterprise" are 
examples of academic journals devoted exclusively to 
entrepreneurship research. Annual conferences such as the 
Babson College-Kauffman Foundation Frontiers of 
Entrepreneurship Research Conference, the United States 
Association for Small Business and Entrepreneurship 
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Conference and the Entrepreneurship Education Conference 
provide forums for academic discussion on entrepreneurship. 
The focus of the literature review in this case study 
is on the theoretical problems in the field, particularly in 
defining and identifying entrepreneurial behavior (also 
referred to as traits or characteristics). It also explores 
the multidisciplinary interest as the field expands. The 
literature on entrepreneurship education discusses the 
explosive growth in the field and the issues pertaining to 
the efficacy of entrepreneurship education, particularly of 
non-traditional students in non-traditional settings. The 
literature review provides the context for the case study of 
an entrepreneurial training program for the unemployed. 
Entrepreneurial Behavior 
Pervasive in the entrepreneurial literature is the 
attempt to answer the question: Who is the entrepreneur? 
People take their life savings, rent a storefront, hang up a 
sign and open for business. What is it that makes people 
want to be entrepreneurs? What drives them? Are they 
different than other people and, if so, in what ways? Can 
entrepreneurs be created in economic climates where 
traditional employment is disappearing? The historical and 
continuing debate in the entrepreneurial literature concerns 
defining the characteristics of the entrepreneur. The 
arguments have focused on whether the characteristics can be 
learned or if entrepreneurship depends on inborn 
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characteristics and/or particular situations (Brown, 1984; 
Dooley, 1985; Kao, 1985; Ronstatdt, 1987; Thurston, 1985; 
Timmons, 1989; Timmons & Stevenson, 1985). Research has 
addressed risk taking propensities (Brockhaus, 1982; DeCarlo 
& Lyons, 1981; Sexton & Bowman-Upton, 1988) ; need for 
achievement, emanating from the work of psychologist David 
C. McClelland (1976); and locus of control, first identified 
by Rotter in 1966 (Lefcourt, 1982). Other characteristics 
seen as connected with entrepreneurs are: tolerance of 
ambiguity (DeCarlo & Lyons, 1981; Thurston, 1985); 
resourcefulness, commitment and objectivity (Thurston, 
1985); innovativeness, creativity, problem solving, 
emotional stability, awareness, self-confidence and realism 
(Brockhaus, 1982). Additional debate concerns the need to 
focus on the environment that is conducive to 
entrepreneurship (Aldrich & Zimmer, 1986; Shapero & Sokol, 
1982) and the process of entrepreneurial development (Bird & 
Jelinek, 1988; Cunningham & Lischeron, 1991; Gartner, 1989). 
In response to the explosion of women business owners 
(Mehta, 1996), the entrepreneurship literature increasingly 
focuses on a discussion of the issues particular to women as 
entrepreneurs (Brockhaus & Horowitz, 1986; Hisrich, 1990). 
While some characteristics have been found to be similar to 
entrepreneurial men (e.g., need for achievement, internal 
locus of control and moderate risk taking) some significant 
differences have been reported such as; women entrepreneurs 
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are more flexible and tolerant but less confident than male 
entrepreneurs (Hisrich, 1990). Studies have also identified 
barriers that are more prevalent for women, including lack 
of collateral and financial experience (Kerka, 1994) . 
As the debate continues over identifying 
entrepreneurial characteristics, critiques of the 
perspective have raised questions worth examining. The 
behavioral, environmental and population/ecology models of 
entrepreneurship have evolved and expanded the discussion to 
consider the context in which entrepreneurial decisions are 
made (Bird & Jelinek, 1988; Brockhaus & Horowitz, 1986; 
Cunningham & Lischeron, 1991; Gartner, 1989; Mitton, 1989; 
Robinson, Stimpson, Huefner & Hunt, 1991). 
Despite the fact that entrepreneurial behavior research 
has, to date, proved inconclusive (Aldrich & Zimmer, 1986; 
Gartner, 1989; Herron, 1994), popular and academic 
discussion continues to assume that there are 
entrepreneurial characteristics such as risk taking, need 
for achievement, internal locus of control, creativity and 
comfort with ambiguity, that are necessary for the start up 
of a new business (Business Week Guide, 1995; Easton, 1985). 
The literature review explores the discussion, concluding 
that there are identifiable situations and behaviors that 
contribute to the entrepreneurial decision and differentiate 
the entrepreneur from the general population. Further, some 
literature calls for developing and fostering these 
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behaviors through government interventions, including 
educational programming, to create to an entrepreneurial 
climate (Mokry, 1988). 
Additional studies have broadened the perspective by 
examining entrepreneurial behaviors in other settings. 
Including studies within organizations, termed 
intrapreneurship, (Hisrich, 1990); studies of international 
entrepreneurs (Bhawuk & Udas, 1991); family owned businesses 
(Bygrave, Chrisman, Shaver & Wright, 1994); and even as "a 
basic approach to life" because entrepreneurial behaviors 
are a "vital and creative force that can be applied to 
virtually any context" (Huefner & Hunt, 1994, p.74). 
The case study in this paper adds to the discussion by 
examining an entrepreneurial training program that included 
methodologies that encouraged entrepreneurial behaviors. 
The case study describes entrepreneurial behavior 
development as an essential component of the curriculum 
which led to positive outcomes whether people started 
business or not. 
Entrepreneurial Education 
As business ownership grows, programs that teach 
entrepreneurship have expanded. The growth in the field of 
entrepreneurial education mirrors the explosion of small 
business ownership. Between 1974 and 1991 the number of 
institutions of higher learning that offered 
entrepreneurship courses grew from 85 to 369 (Gartner & 
10 
Vesper, 1994). The concept has been introduced into the 
public school curriculum as well (Kourlisky & Campbell, 
1981; Krasner & Seglin, 1989). The Ewing Marion Kauffman 
Foundation (Annual Report, 1996) created the Center for 
Entrepreneurial Leadership, Inc. and spent $4.3 million in 
fiscal year 1996, introducing students in kindergarten 
through community colleges "to the opportunities of 
entrepreneurship" (p. 27). 
Entrepreneurial training programs have been offered for 
minorities (Mescon, 1987), women (Nelton, 1987), and the 
unemployed (Mangum, Tansky & Keyton, 1988). An examination 
of the current state of entrepreneurial education, 
particularly in non-traditional programs, is part of the 
literature review. As the field expands, what and how 
entrepreneurship should be taught has received attention 
(DeCarlo & Lyons, 1981; Scanlan & Flexman, 1981; Ulrich & 
Cole, 1987) . While, as with much of the field of 
entrepreneurship, there continues to be debate on whether it 
can be taught (Bagby & Stetz, 1993), there is general 
agreement that the demand for entrepreneurial education is 
growing. Entrepreneurial education is now a field of study 
within entrepreneurship. The Coleman Foundation and the 
Ewing Marion Kauffman Foundation have been supportive of the 
field. Nevertheless, entrepreneurial education research is 
only about 20 years old and much of the research agenda has 
yet to be defined (Block & Stumpf, 1992). 
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In this environment, this case study adds to the 
discussion by describing the evolution of an entrepreneurial 
education program for the unemployed that had a positive 
impact on participants and fostered an entrepreneurial 
climate in the community by aiding the start up of 264 new 
businesses. 
Understanding the state of the field of 
entrepreneurship research, with its overlapping disciplines 
and conflicting findings, provides a glimpse into the 
complexity of the issues involved in the development of an 
entrepreneurial educational program. With that in mind, the 
economic context of the program is discussed followed by a 
program overview and a discussion of my role. The purpose 
of the study and significance concludes the Introduction. 
Economic Context 
Bill Gates, of Microsoft, represents the archetype of 
an individual with a new idea who starts a company and grows 
that business into a multi-billion dollar enterprise. At 
every level of the economy, people, in increasing numbers, 
have the same dream. The number of new businesses has grown 
rapidly; in 1987 over 1,000,000 new businesses were started 
(Herron, 1994). A recent study (Selz, 1995) indicates that 
4% of American adults are trying to start businesses at any 
given time. The surprising factor that emerges from the 
welter of statistics is that a major shift has occurred in 
the growth of new business in the smallest sector (0-4 
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employees). Newly identified as "micro-business", this 
sector has exploded according to the United States Small 
Business Administration (SBA), adding 2.6 million jobs to 
the economy between 1989 and 1991 while businesses employing 
between 5 to 499 people lost two million jobs and those with 
over 500 employees added only 122,000 (Byrd, 1994). 
Micro-business growth is a reflection of the phenomenal 
increase in growth in business ownership by women and 
minorities. The SBA indicates that women-owned businesses 
are the fastest growing segment of the economy; growing at 
about twice the rate of male-owned businesses (Mehta, 1996) . 
Women-owned businesses accounted for 4.5% of the nation's 
business receipts in 1987 (Pinson & Jinnett, 1992). The SBA 
predicts that by 2005, 40% of sole proprietorships will be 
women-owned as compared to 25% in 1977, a prediction felt to 
be too modest by others (Pinson & Jinnett, 1992; Kerka, 
1994) . Minority entrepreneurs are also increasing at a 
rapid pace and the SBA reports that there was a 53% increase 
in loans to minority business owners in fiscal 1995 (Mehta, 
1996). 
As small, and particularly, micro-business ownership 
grows, new perspectives about who and what is an 
entrepreneur continue to emerge. The response in the field 
is not only the continuing focus on identifying the 
entrepreneur, but on developing programs that help to 
encourage and nurture this growth. This study adds to the 
14 
components and taught the business planning segment. 
Selection of participants was done through a series of 
advertised, public programs, after which people filled out 
an application and were scheduled for an intensive 
interview. Criteria for selection were good business 
potential, inability to find other employment and a business 
idea that had the potential to employ others. These 
criteria were mandated by the funding agency. 
The case study of this program focuses on the 
development of the curriculum in response to participant 
feedback and informed trial and error on the part of the 
staff. It also portrays the impact of the training program 
on participants whether they started a business or not. 
Included in the case study are results from surveys 
conducted during the program, the last one in August, 1996, 
on the status of the graduates of the program. Also 
included is the story of one participant's experiences to 
further exemplify the process of entrepreneurship. 
The program is seen as successful by the community and 
the funding agency, particularly because, as of May, 1996, 
over 500 people had enrolled in the various programs offered 
by Berkshire Enterprises and over 300 businesses started by 
participants. Most of the other graduates of the training 
programs either found work or have gone on for other 
training. The focus of this case study is on the 428 
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discussion by providing a case study of one publicly funded 
program that encouraged small and micro-business growth and 
stability. 
Program Background 
There are large scale government programs in Europe, 
particularly England and France, that focus on encouraging 
self-employment for the unemployed through small, one-time 
grants of unemployment funds (United States Department of 
Labor, 1989). A few publicly funded programs for the 
unemployed have started in the United States (Berkeley 
Planning Associates, 1994; Kilborn, 1990). 
In 1989 the United States Department of Labor targeted 
Massachusetts for funding for entrepreneurial training. 
Mayor Ann Wojtkowski of Pittsfield, Massachusetts decided to 
use job training funding for the unemployed to implement 
entrepreneurial training in Berkshire County. The 
Massachusetts Industrial Services Program, which 
administered Department of Labor funding, selected the 
Donahue Institute of the University of Massachusetts to run 
the program in Berkshire County. The program (Berkshire 
Enterprises) as then constituted, was a free, 20 hour per 
week, twelve week program for up to 30 unemployed people of 
mixed ages, sex, background and education. There were four 
main segments (business planning, marketing, money 
management and computer skills) along with guest speakers on 
a variety of subjects. I coordinated the curriculum 
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participants in the predominant dislocated worker training 
program who have begun 264 businesses. 
Personal Background 
The path to my involvement with Berkshire Enterprises 
was circuitous. After having worked as a caseworker in New 
York City in the late 1960s, I decided to move to the 
Berkshires to raise my two daughters and to try self- 
sufficiency. By 1983, I was a single parent and looked to 
small business ownership as a way to support myself, have 
flexible time, and be independent. Without previous 
business experience of any kind, I opened a children's toy 
and clothing store in Lenox, Massachusetts. I learned many 
lessons the hard way. In 1987, I decided to put my 
experience to good use and I responded to an advertisement 
for a small business teacher for income eligible seniors. I 
was hired on a part-time basis and developed the program and 
taught there for two years, while continuing to operate my 
store. My interest in the field grew as my interest in, and 
income from, the business declined. 
I found out about the new University of Massachusetts 
entrepreneurial training program in the summer of 1989 
through the local newspaper and applied for and was hired as 
a part-time curriculum coordinator. The part-time position 
grew to full-time when I closed my business in early 1991. 
At the time that I began the job in 1989, I also began a 
Master's degree program at North Adams State College. 
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Because of the flexibility of that program, I was able to 
tailor the courses to my growing interest in 
entrepreneurship. This proved a tremendous advantage 
because I was able to apply the knowledge immediately as is 
shown in the case study. The Project Manager (Alan 
Robertson) also came from a varied background and was as 
excited by the field as I was. We developed an exciting, 
challenging working relationship that greatly enhanced the 
program and allowed innovation to flourish. 
Design of the Study 
A case study approach was used to reflect the 
iterative, fluid climate in which my role as a 
participant/observer influenced the curriculum design by 
responding to the feedback from participants. As an 
instructor/consultant for all participants, the case study 
reflects the rich, personal involvement that these 
relationships produced. 
A chronological narrative based upon document and 
archival review, informal interviews, personal reflections 
and survey data was used to describe the emergence of 
elements that reflected findings in the literature on 
entrepreneurial behaviors. The rationale for this approach 
is grounded in qualitative research. 
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Purpose of the Study 
In a time of economic distress, in an area in economic 
transition from a manufacturing base, support for an 
entrepreneurial training program for the unemployed was an 
innovative way to deal with dislocation. There were few 
jobs in Berkshire County for people who were laid off. 
People were leaving the area. Shapero (1975) found that 
negative forces like lay-offs or immigration are more of a 
goad to small business start-ups than positive forces. 
Often unemployed people look upon self-employment as a last 
resort (Balkin, 1990). The Berkshire County environment was 
ripe for a creative approach to economic development. As 
the success of the program became apparent, two other 
programs, modeled on Berkshire Enterprises, began in central 
and south eastern Massachusetts. 
As the interest in encouraging entrepreneurship 
spreads, the need for extending the understanding of the 
entrepreneurial process, particularly through educational 
programming, is important both for public policy and 
academia. The purpose of this study is to identify elements 
in an entrepreneurial training process that responded to the 
complexities of the experiences of the participants, 
especially the metamorphosis from unemployment to small 
business ownership or new employment. The objectives of 
this study were: 
18 
1. To understand the development of the concept of 
entrepreneurship in the literature. 
2. To identify in the literature the essential 
behaviors that are necessary for entrepreneurship and can be 
learned. 
3. To identify the past and current use of 
entrepreneurial education, particular for the unemployed. 
4. To describe the process of entrepreneurial 
education development in the Berkshire Enterprises training 
program. 
5. To determine how essential entrepreneurial 
behaviors were incorporated into the training program. 
6. To determine the impact of the training program on 
participants. 
7. To recommend future directions for entrepreneurial 
education research. 
This case study of an entrepreneurial training program 
for the unemployed in Western Massachusetts not only 
provides a view of the empowering, catalytic process for the 
participants, but responds to calls for research in the 
entrepreneurship literature. My involvement as a 
participant/observer focuses on the evolving nature of the 
curriculum in response to the literature and participant 
input. 
While this case study does not propose definitive 
answers to the questions raised in the literature about who 
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and what is an entrepreneur, it does describe a methodology 
for developing entrepreneurial behaviors. It also reflects 
the positive impact this methodology had on the 
participants. 
Significance 
As the economy experiences major transformation, the 
need for encouraging entrepreneurship is recognized as an 
urgent issue. "The care and feeding of entrepreneurs should 
be one of the most important issues any society faces" 
(Schein, 1994, p. 87). Government policies and programs can 
contribute to an entrepreneurial climate by fostering 
environments conducive to economic development. 
People will more likely be encouraged and feel 
competent to start a business when the social 
environment values entrepreneurship, when various 
opportunities are available for entrepreneurs, and when 
they have sufficient knowledge and skills required to 
start and manage a business. . .Governments both 
directly and indirectly affect the development of an 
environment that could support entrepreneurship 
(Gnyawali & Fogel, 1994, p. 45). 
Gnyawali and Fogel further state that "training and 
educational services are particularly important in emerging 
market economies because entrepreneurs lack basic business 
skills. Some research evidence has shown that successful 
entrepreneurs can be developed through educational and short 
term training programs" (p. 50-51). 
Evidence is mounting that entrepreneurship can be 
taught (Loucks, 1988; Gillin, Powe & Young, 1994) and that 
programs are burgeoning (Price, Allen & Monroe, 1994). Some 
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research has focused on the efficacy of self-employment 
programs for the unemployed (Balkin, 1989; Benus, 1994; 
Berkeley Planning Associates, 1994; Orser, 1993). One 
report (Monroe, Allen & Price, 1995) on self-employment 
programs for people who are unemployed and people on 
welfare, points out that "recent studies indicate that 
entrepreneurial training increases the likelihood of 
employment". This case study supports these findings by 
documenting the positive results of one entrepreneurial 
training program for the unemployed in a rural area of 
Massachusetts. Of the 428 participants included in this 
study, 264 started businesses. Other positive outcomes are 
discussed, including reemployment. This study provides, not 
only an example of the efficacy of entrepreneurial training, 
but suggests findings beyond business start up as measures 
of program results. 
Since the entrepreneurial training program under study 
trained over 500 people between 1989 and 1996 in various 
programs, long term results address the viability of such 
efforts. 
As is often the case in government initiatives, it will 
take a second generation of [entrepreneurship] programs 
to predictably and efficiently meet the public needs, 
and getting that second generation will require 
reflection and assessment of these pioneering efforts - 
an area where academic research and theory building has 
historically contributed to the public good (Katz, 
1994, p. 6). 
This case study provides a rich source of information for 
continuing and future study that can contribute to the 
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"public good" by extending the understanding of 
entrepreneurial education, particularly for non-traditional 
populations. 
CHAPTER 2 
LITERATURE REVIEW 
Introduction 
The field of entrepreneurship shows signs that a 
"powerful synergy of ideas and perspectives is building 
towards an explosion of new knowledge and understanding 
about entrepreneurial phenomenon" (Gartner & Gatewood, 1993, 
p. 8). This trend is due not only to the growing interest 
outside academia, but to the multipdisciplinary interest 
within the academic arena (Bygrave & Hofer, 1991). It is in 
this atmosphere that the literature review for this study 
seeks to answer the following questions: 
1. What is the definition of entrepreneurship? 
2. How has academic research on entrepreneurship 
contributed to an understanding of the entrepreneurial 
process? 
3. What behaviors are necessary for the entrepreneur 
and can they be taught? 
4. How and where has entrepreneurship been taught? 
The literature review of entrepreneurship is divided 
into three sections: The Historical Context; Defining the 
Entrepreneur; and Entrepreneurial Education. The Historical 
Context discusses the evolution of the definition of 
entrepreneurship in the field of economics and includes a 
discussion of who the entrepreneur is and what forces guide 
entrepreneurship. Defining the Entrepreneur focuses on 
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academic research on the characteristics of the 
entrepreneurial process. Included is the evolution of the 
discussion from a focus on the individual to the context in 
which the entrepreneurial process occurs. From this 
discussion, several behaviors are determined to be important 
for the entrepreneur and the discussion turns to whether 
these behaviors can be taught. The Entrepreneurial 
Education section describes the current state of the field 
of research on entrepreneurial education and the issues that 
have emerged. 
Entrepreneurship: The Historical Context 
Taken from a synopsis developed by Herron (1994), 
economic theory did attempt to define entrepreneurship as 
early as the 18th century in France, where the term was in 
circulation, coming from the French word "entreprendre" 
meaning "to do something". Richard Cantillon, in the 
1700's, focused on the risk of buying something at a certain 
price and selling it in the future at an uncertain price. 
Thus the risk taking element of predicting an "uncertain" 
future was identified early on as one defining quality of 
entrepreneurship. Theorists ever since have tried to 
identify behaviors which could be marked as entrepreneurial 
(Herron, 1994). Abbe Nicolas Baudeau added the concept of 
the entrepreneur as an innovator who reduced risk through 
innovation. Jean-Baptist Say furthered the discussion in 
the 19th century by defining the entrepreneur as a person 
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with "sound judgement" who matches scientific knowledge with 
human desires, taking into account costs. In England, in 
the 19th century, the entrepreneur was considered merely a 
capitalist who maximized profits. Only late in the 19th 
century, in Germany, did the emphasis on entrepreneurial 
innovation evolve. 
Not until the early 20th century did the groundwork for 
the debate begin when Carl Menger founded the Austrian 
school of economics and discounted the risk element in 
entrepreneurship. He thought that the entrepreneur dealt in 
information, economic calculation, an "act of will" and 
supervision which negated any risk. Discussion continued in 
America where the debate began to grow. The idea of the 
entrepreneur as the force for economic equilibrium was 
introduced by J. B. Clark who also discounted the risk 
element and emphasized the entrepreneur as coordinator and 
decision maker but distinct from the manager. 
By the 1930's J. A. Schumpeter was able to integrate 
the various theories by describing the entrepreneur as a 
disrupter of equilibrium because of the innovative nature of 
producing and marketing a new product. Schumpeter agreed 
that risk was not a major influence on the entrepreneur's 
activities. 
Modern American economic theorists have continued to 
refine the definition and add to the debate focusing on the 
concepts of innovation, risk taking and disequilibrium. 
Herron (1994) sums up current theory this way: 
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Thus modern American economic theory has established 
the entrepreneur as a subset of manager, has emphasized 
his unique mental function of "alertness" or 
"innovation" or "coping with disequilibrium", has 
suggested that these mental skills can be learned or at 
least enhanced by learning, and has tended to de- 
emphasize the unique risk-bearing activities of 
entrepreneurship while at the same time acknowledging 
that the entrepreneur makes decisions under uncertainty 
(p. 18). 
Since it is difficult to separate entrepreneurial 
business activity from the behavior of the entrepreneur, the 
study of the phenomenon has not found a comfortable home in 
any one academic discipline. Economic theory has tended to 
relegate entrepreneurship to a position as a "residual 
factor" (Cole, 1959; Hebert & Link, 1982; Kilby, 1971). 
While throughout history those who would be defined as 
entrepreneurs have seen opportunities, seized them, accepted 
risk and profited from their endeavors, entrepreneurship as 
a field of study has struggled with defining the activities 
and characteristics of this peculiar phenomenon. Economic 
theory was slow to examine the activities of the 
entrepreneur. According to Kirzner (1979) the lack of 
interest in entrepreneurship by economists was due to the 
focus on outcomes of economic activity while 
entrepreneurship has more to do with process and change and 
the focus on individual action. Kilby (1971) adds that 
entrepreneurial theory has had little impact because of the 
"failure to relate social role analysis in a rigorous and 
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concrete way to the behavioral requirements of the business 
leader in performing his entrepreneurial functions” (p. 
40) . When defined as a process, the focus shifts to the 
individual and to the context of the entrepreneurial act and 
thus has attracted researchers from the fields of sociology 
and psychology (eg. McClelland, 1976; Lefcourt, 1982). 
The convergence of interest, along with the growth of 
small businesses in the economy, has led to the creation of 
a separate field of entrepreneurship studies. Most often 
housed in schools of management or business (Gartner & 
Vesper, 1994), the field includes practitioners from a 
variety of disciplines in addition to business, including 
psychology and law (Shaver & Scott, 1991), sociology 
(Reynolds, 1991), and anthropology (Stewart, 1991). 
Despite, or maybe because of, the diversity of interest in 
entrepreneurship, a consensus on a clear definition has not 
been agreed upon. 
The Entrepreneur: The Search for the Heffalump 
Theories about the characteristics of the individual 
entrepreneur have engendered wide debate in popular and 
academic literature. Peter Kilby (1971) described the 
dilemma of attempting to define the entrepreneurial 
phenomenon as hunting for the "Heffalump". The Heffalump is 
described as a large and important character (in Winnie-The- 
Pooh by A. A. Milne) who, although hunted diligently and 
often sighted, has never been captured by any trapping 
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devices nor has he been described the same way twice (p. 
1). Recognizing the ongoing debate, I will, nevertheless, 
try to describe the attributes of the elusive figure by 
focusing on factors affecting the entrepreneurial decision: 
psychological factors (who is an entrepreneur and how does 
he/she behave) and environmental factors (what factors 
influence how and why decisions are made). The object is 
not to identify behaviors that predict who will be an 
entrepreneur, but to identify behaviors that can lead to 
success as an entrepreneur and can be encouraged by 
incorporating entrepreneurial behavior development into 
educational methodologies. In this discussion the terms; 
characteristics, behaviors and traits, are used 
interchangeably. 
The increased interest in the topic of defining 
entrepreneurial behaviors has evolved from research that 
focused on the individual entrepreneur, including 
psychological traits and behaviors, and personal 
characteristics, to research on the environment in which the 
entrepreneurial decision is made. The field itself has been 
fluid and changing, especially as psychologists, 
anthropologists and sociologists have added to the discourse 
of business and management academics. Since 
entrepreneurship is a relatively new field for research, 
theory building is still evolving and critiques of past 
theories are prevalent. "Entrepreneurship has no great 
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theories. Entrepreneurship models are fragile and 
parameters are always changing. Today's entrepreneurship 
models are mainly descriptive" (Bygrave, 1989a, p. 13). 
The literature debates have considered whether 
entrepreneurship can be taught at all or if entrepreneurship 
depends on inborn characteristics and/or particular 
situations (Brown, 1984; Dooley, 1985; Kao, 1985; 
Ronstatdt, 1987; Thurston, 1985; Timmons, 1989; Timmons & 
Stevenson, 1985). While no agreement has been reached, "the 
evidence is mounting. . .that a good deal about becoming an 
entrepreneur can be learned, although probably not by 
everyone, nor from everyone" (Timmons, 1989, p. 19). 
Accepting this premise, I turn to research which examined 
the characteristics and environments that are associated 
with the entrepreneur, particularly the characteristics that 
can be taught and learned. 
Psychological Characteristics 
The psychological characteristics of entrepreneurial 
behavior continue to receive attention as the field has 
expanded. Particular attention has focused on need for 
achievement, risk taking and locus of control. Attribution 
theory and other psychological characteristics, along with 
attitude theory also have contributed to an understanding of 
entrepreneurial behavior. The research has expanded the 
concept of how and why the entrepreneur acts without 
providing a conclusive definition. 
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Need For Achievement 
Research on entrepreneurial characteristics began in 
earnest with the first publication in 1961 of The Achieving 
Society by David C. McClelland (1976), which defined the 
need for achievement (nAch) as a motivator for behavior. 
Indeed, it has been said that his research sparked the 
search for the "personality characteristics of the 
successful entrepreneur" (Shaver & Scott, 1991, p.31). 
McClelland proposed that people with high nAch are typically 
found to: "1. prefer situations in which they can take 
personal responsibility for finding solutions to problems; 
2. tend to set moderate and realistic goals and to take 
'calculated' risks; 3. want concrete feedback on how well 
they are doing" (Rush, 1987, p. 152). McClelland found 
that these characteristics are associated with 
entrepreneurs, and can be developed through training. It 
should be noted that McClelland defined the entrepreneur 
broadly and included any "innovative manager who has 
decision-making responsibility" (Brockhaus, 1982, p. 40), 
and thus provoked debate about the applicability of need for 
achievement to more specifically defined entrepreneurs, such 
as business owners (Herron, 1994). 
McClelland's theory is the starting point for all 
subsequent discussion of the psychological characteristics 
of the entrepreneur (Brockhaus, 1982; DeCarlo & Lyons, 1981; 
Ulrich & Cole, 1987). Indeed, I found that almost all 
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research and popular literature that defined entrepreneurial 
behaviors began with McClelland's theory. Several studies, 
however, indicated that the causal link between small 
business ownership and a high need for achievement has not 
been adequately shown (Brockhaus, 1982; Herron, 1994; Sexton 
& Bowman, 1983; Shapero & Sokol, 1982). Other researchers 
(Johnson, 1990; Shaver & Scott, 1991) contended, however, 
that the need for achievement is the only variable "whose 
association with new venture creation appears convincing" 
(Shaver & Scott, p. 31). 
One of the difficulties with need for achievement is 
the implicit dependence on defining the "success" of the 
outcome. "The concept of nAch has been characterized as the 
desire to be successful, to do well" (Hull, Bosley & Udell, 
1980, p. 12). Definitions of success vary so widely for 
each individual that an accurate measure becomes difficult. 
In fact, in a study conducted by Fry and Weinzimmer (1996), 
definitions of success by business owners were found to vary 
significantly from the definition of business success by 
academic researchers. Researchers defined success in 
financial terms while business owners were more concerned 
with other variables like "quality, customer service, 
employees, ethics and honesty" (p. 275). 
Risk Taking 
Risk taking propensities have been explored (Brockhaus, 
1982; Brockhaus & Horwitz, 1986; DeCarlo & Lyons, 1981; 
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Herron, 1994) but not found to be the distinguishing factor 
in determining how entrepreneurs are different from the 
general population. Yet, moderate risk taking is cited as 
necessary for entrepreneurship by many (Churchill, 1983; 
Cunningham & Lischeron, 1991; Hornaday & Tieken, 1983; 
McClelland, 1976; Timmons, 1989) and related to a high need 
for achievement, even if it has not yet been correlated by 
research. Shaver and Scott (1991) and Gasse (1982) 
attributed the inability of research to confirm risk taking 
as a distinguishing factor of entrepreneurship to inadequate 
measures, while Brockhaus (1986) found that assessment was 
difficult because the determination of risk varied according 
to what was at risk for each individual entrepreneur. 
Nonetheless, most definitions of "entrepreneur" include 
risk-taking (Brockhaus, 1982). Risk taking may not be a 
distinguishing characteristic, but it is a component of 
entrepreneurial behavior. 
Locus of Control 
Another psychological characteristic that has been 
explored extensively is locus of control. First advanced in 
1966 by Rotter (Brockhaus, 1982) and expanded by Lefcourt 
(1982) , this theory contends that the individual perceives 
the outcome of events as either within or beyond her/his 
control and understanding. A need for achievement is 
related to a belief in an internal locus of control. The 
greater the need for achievement, the greater a person feels 
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that events are within her/his control. Achievable goals 
are attainable through one's own effort. Churchill (1983) 
maintained that internal locus of control causes 
entrepreneurs to "seek out situations where they can take 
the initiative and have personal impact on the results" (p. 
6-7), characteristics essential to the start up process of 
new businesses. Additional studies on this subject cited by 
Brockhaus (1982) find internal locus of control difficult to 
use to predict small business ownership, but may distinguish 
successful versus unsuccessful entrepreneurs. Herron (1994) 
concluded that although there is some "modest" support for 
the connection between locus of control and performance, 
"the nature and strength of the relationship is very much in 
doubt" (p. 22). Additionally, Cooper and Gascon (1992) 
cited four studies that show "mixed or nonsignificant 
results on the relationship between internal locus of 
control and (entrepreneurial) performance" (p. 309). 
Attribution Theory 
Attribution theory has added a new dimension to 
thinking about locus of control, need for achievement and 
the entrepreneur. Without attempting a complete description 
of the theory, suffice it to say that recent studies (Bellu, 
1993; Cox, 1992; Shaver & Scott, 1991) have brought 
attribution theory from the social psychology field to 
entrepreneurial behavior studies in order to expand the 
understanding of how an entrepreneur attributes events. 
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Attribution theory is concerned with how individuals explain 
events (Hewstone, 1983). The difficulties with the early 
studies attempting to utilize locus of control as a defining 
characteristic of the entrepreneur, led to the interest in 
attribution theory. Shaver and Scott (1991) explain that a 
theory that takes into account how an entrepreneur 
interprets his/her environment is more useful in 
understanding the entrepreneur than either personality 
characteristics or environmental factors. Attribution 
theory is one way of explaining achievement motivation and 
is related to locus of control but expands both to include 
stability (stable or variable) and intention (Shaver & 
Scott, 1991). As an example, Shaver and Scott explain 
persistence as an attribute only if, after failure, 
entrepreneurs believe that their 
stable capabilities [i.e. abilities] are equal to the 
task, that the variable elements of the equation [i.e. 
effort]. . .are subject to their intentional control, 
and that the emotional consequences of repeated failed 
attempts are less negative that the emotional 
consequences of declining to try (p. 35). 
Further research is necessary to evaluate the applicability 
of attribution theory to entrepreneurship, but early studies 
have yielded information worth noting. Particularly 
research on how the entrepreneur attributes success or 
failure. Various studies (Bellu, 1992, 1993; Cox, 1992; 
Shaver & Scott, 1991) found that entrepreneurs attribute 
"internal factors [e.g., ability and effort] for success, 
while former business owners cite external factors [e.g., 
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task difficulty and circumstances] for failure" (Cox, p. 
91). By differentiating between external factors as 
responsible for failure and internal factors as responsible 
for success, entrepreneurs preserve their self confidence. 
While Cox cautions that the self-reporting methodology 
raises questions about the validity of the results, other 
studies (Bellu, 1992) report finding that the attribution of 
failure explains the difference between managers and 
entrepreneurs which is not exhibited by studies of locus of 
control. 
Other Psychological Characteristics 
Patterns of conduct is an approach influenced by 
psychological traits described by Mitton (1989). Since 
entrepreneurs by nature are "deviants" (thriving in 
ambiguity and change), causal measurement and definition are 
difficult. By observation, Mitton established that certain 
patterns of conduct can be seen to be predictors of 
entrepreneurial success: an ability to see the big picture; 
seeing unique opportunities; making a total commitment; 
having a need for control; seeing what works as right, 
within limits; having an ability to seek and manage 
uncertainty; using contact and connections; having an 
ability to attract and employ competent people; and 
possessing a special "know-how". The entrepreneur in this 
analysis continually orchestrates change in order to create 
value. Since change implies ambiguity and risk, this 
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definition identifies traits that are consistent with those 
previously mentioned but sets them in a larger context of 
the fluid entrepreneurial environment, 
Thurston (1985), DeCarlo and Lyons (1981) and Herron 
(1994) among others, cite a greater ability to tolerate 
ambiguity and uncertainty as a characteristic unique to 
entrepreneurs. Other psychological traits that have been 
reported as characteristic include: resourcefulness, 
commitment and objectivity (Thurston, 1985); innovativeness 
and problem solving abilities (Brockhaus, 1982) ; self¬ 
esteem, autonomy, endurance, optimism, creativity, 
aggression and energy (Gartner, 1989). Most of the 
psychological characteristics cited are mentioned as 
necessary for the entrepreneur in popular literature 
(Goodman, 1994; Timmons, 1989 among many others), but are 
not accepted as conclusive in the academic literature. 
Indeed, there have been calls to abandon the search for 
definitive psychological traits of the entrepreneur 
(Gartner, 1989). 
Attitude Theory 
A recent study proposed that the personality/trait 
approach is inadequate to describe the entrepreneurial 
process and that a better approach is based on attitude 
theory (Robinson, Stimpson, Huefner & Hunt, 1991). They 
argue that previous psychological measures of 
entrepreneurship are borrowed from psychology and not 
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developed specifically for entrepreneurs; the measures are 
intended for use in many situations; and the measures do not 
reflect the interactive nature of responses to the 
environment. Entrepreneurial Orientation Attitude Theory 
attempts to address those weaknesses by including the 
context of the response. 
The four attitude subscales, identified as most often 
occurring in previous entrepreneurship literature, are 
achievement, self-esteem, personal control and innovation. 
Each of the subscales is further defined by how a person 
reacts to them in a business setting. Three possible 
reactions are noted: the cognitive (beliefs and thoughts); 
the affective (positive or negative feelings) and conative 
(behavioral intentions). An Entrepreneurial Attitude 
Orientation (EAO) scale was developed as a tool for 
measurement of these attitudes in an attempt to predict 
entrepreneurial choice and to reflect the dynamic, 
interactive process of new business creation. The study 
also suggested that "because attitudes are subject to 
change, entrepreneurial attitudes may be influenced by 
educators and practitioners" (p. 24). This theory accounts 
for the necessity of different behaviors at different times 
and is reflective of the fluid nature of entrepreneurship. 
Critique of the Psychological Approach 
A new body of literature is emerging that challenges 
the attempt to categorize personal traits. One of the 
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problems with attempting to identify entrepreneurial traits 
is the inconsistency of definitions of the entrepreneur 
(Gartner, 1989). In one study (Aldrich & Zimmer, 1986) the 
problems with the personality approach were reported to be: 
results are inconsistent; there is a selection bias in 
empirical research; and the extent to which entrepreneurs 
are different from the general population is overstated. 
Aldrich and Zimmer (1986) added that the problem with trying 
to predict behavior is that people do not behave in 
predictable ways. Ronstadt (1984) contended that the 
problem with the search for individual characteristics is 
that "psychological tests are administered at very 
particular moments during the lives of individuals, often 
after they have become entrepreneurs" (p. 40). In a 
synthesis of all the previous studies, Gartner (1989) 
concluded that trying to decide who is an entrepreneur is 
the wrong question and that attention should be paid to the 
process of organization creation. 
Environmental Factors 
The environmental perspective has two themes: one is 
the contextual situation that affects the individual 
entrepreneur (demographics such as age, gender, ethnic 
group, economic status, family background, etc); the other 
theme is the convergence or interaction of the individual 
with the external environment; such as opportunity, 
resources, and timing. 
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Demographic and Sociocultural Issues 
External variables have been examined to determine if 
there are any common traits of entrepreneurs, including 
social, cultural, ethnic, institutional, economic, regional, 
etc. (Shapero & Sokol, 1982). The most consistent trait 
found among entrepreneurs is having a self-employed parent 
(Brockhaus, 1982; Cooper & Gascon, 1992; Duffy, 1985; 
Hisrich, 1986, 1990; Kent, Sexton & Conard, 1981; Scott & 
Twomey, 1988; Shapero & Sokol, 1982). These studies 
reported that between 50 per cent and 75 per cent of 
entrepreneurs have a parent who was self-employed. A study 
of role model performance and its effect on entrepreneurial 
preference concluded that entrepreneurial preparedness and 
expectancy are strongly linked to an entrepreneurial parent 
(Scherer, Adams, Carley & Wiebe, 1989). 
Educational background has been widely studied (Cooper 
& Gascon, 1992), with mixed results. Cooper and Gascon 
concluded that beyond the variability by type of business, 
education appears to have an "impact on growth, but not on 
survival prospects" (p. 307). Brockhaus (1982) citing a 
number of studies, concluded that entrepreneurs "appear to 
be better educated than the general population but less so 
than managers. Moreover, there is a wide variation in the 
education level of different types of entrepreneurs" (p. 
54). Gasse (1982) proposed that, while education may vary 
by type of business started by the entrepreneur, higher 
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educational levels may influence "open-mindedness, business 
ideology, information processing, and general performance" 
(p. 65) , all of which are necessary for entrepreneurial 
success. 
Data on the age of the entrepreneur when starting a 
business has also yielded inconclusive findings. Cooper and 
Gascon (1992) were able to determine, however, that the 
relationship between age and performance indicated that 
older entrepreneurs were more likely to survive in business 
while younger entrepreneurs were more likely to grow 
businesses. 
Shapero and Sokol (1982) cited particular sociocultural 
influences on entrepreneurs. People are more likely to 
choose entrepreneurship in a culture that places a high 
value on new business formation especially if there are 
models among peers. Having models partially explains the 
emergence of entrepreneurship in particular ethnic groups. 
Shapero and Sokol attributed the emergence of 
entrepreneurship among particular ethnic groups to their 
"outsider" status in the larger culture (e.g. Jews in 
medieval Europe). An important point in their discussion is 
that entrepreneurship is often caused by dislocation. Thus, 
refugees, immigrants and those who lose employment often 
start businesses because of limited alternatives. This kind 
of "negative" push, which also includes boredom with current 
employment, divorce, leaving school, etc., according to 
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Shapero and Sokol, is more of a contributing factor to 
entrepreneurship than any positive motive. The 
dissatisfaction with work as a motivator to entrepreneurship 
has been found in other studies (Brockhaus & Horowitz, 
1986). Whether or not an individual acts on the negative 
influences, however, is attributable to sociocultural 
factors. 
Aldrich and Zimmer (1986) disagreed with attributing 
entrepreneurial potential to particular groups because 
groups that have traditionally been described as 
entrepreneurial exhibit this tendency only under "limited, 
country-specific and historically specific conditions" (p. 
7). Social factors do influence decisions, but it has not 
been shown that there is a "national character" 
predisposition to entrepreneurship. 
Environmental Models 
Environmental models take a more holistic view of the 
entrepreneur as embedded in a particular environment. In 
one of these perspectives, almost anyone can be an 
entrepreneur if the conditions appropriate for a particular 
time and place exist (Brockhaus & Horowitz, 1986). To 
Gartner (1989), entrepreneurship is the creation of new 
organizations. Studying the process by which new 
organizations develop is more revealing than who starts the 
organization. The emphasis is on how the entrepreneur 
interacts with the environment; not who he or she is. 
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Change in organizations characterizes this perspective and 
emphasis is on the need for the entrepreneur to change and 
adapt certain traits to make the business successful as it 
evolves. Cunningham & Lischeron (1991) suggested that 
entrepreneurship is a reiterative process that "emphasizes 
personal evaluating, planning, acting, and reassessing" (p. 
57) . 
The population-ecology school reflects an emerging 
perspective in entrepreneurial research. This school 
portrays the entrepreneur as embedded in social networks 
which provide the links between aspiring entrepreneurs, 
resources and opportunities. Environments are seen as 
opportunity structures and as such are diverse, uncertain 
and imperfectly perceived by any one individual. 
Organizations survive in a specific environment and those 
who win the struggle over resources and opportunities have 
the particular abilities needed at the time (Aldrich & 
Zimmer, 1986). Bird and Jelinek (1988) combined the 
individual characteristic approach with the context in which 
creating a new business is possible. They referred to 
entrepreneurial intentions as a state of mind that points 
the individual in a certain direction. Entrepreneurs have 
intention-related competencies (personal control over 
outcomes) in: structuring resources; maintaining flexible 
focus on business issues; developing temporal agility; 
behavioral flexibility and influencing others to commit 
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resources. Bird and Jelinek found a need for a behavioral, 
process-oriented model of entrepreneurship to understand the 
behavior that results in entrepreneurial decisions. 
Boyd and Vozikis (1994) extended this model to include 
self-efficacy as a component of entrepreneurial intention. 
Self-efficacy, derived from Bandura's social learning theory 
"refers to a person's belief in his or her capability to 
perform a given task" (p. 66) . Having the intention to 
engage in entrepreneurial actions will only result in action 
if a person believes he or she is able to do it. Boyd and 
Vozikis suggest that, among other influences, social support 
can contribute to the development of self-efficacy. 
Thus, social persuasion may be viewed as a form of 
social support that enhances self-efficacy beliefs. In 
addition, after a job loss, verbal persuasion in the 
form of positive feedback may influence career self- 
efficacy in general, as well as entrepreneurial self- 
efficacy, by framing the loss in positive or negative 
terms (p. 72). 
The environmental models of entrepreneurship shift the 
focus from the individual to an individual in a particular 
context. The context (e.g., dislocation) can cause some 
people to become entrepreneurs who ordinarily would not, but 
how they respond to the process of starting a business 
(e.g., maintaining flexibility and adaptability) 
demonstrates entrepreneurial characteristics. 
Women as Entrepreneurs 
Since women are starting businesses at twice to five 
times the rate of men (Gundry & Welsch, 1993; Naisbitt & 
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Aburdene, 1990), research has increasingly focused on this 
phenomenon. Barriers and opportunities for women 
entrepreneurs and the differences between male and female 
entrepreneurs are subjects of recent studies (Kerka, 1994, 
Hisrich, 1990). Women owned businesses tended to be newer, 
had lower gross revenues than male owned businesses and were 
service oriented, reflecting the educational and 
occupational background of women entrepreneurs (Hisrich, 
1986). Women tended to be older and more educated than male 
entrepreneurs (Brockhaus & Horowitz, 1986). Female and male 
entrepreneurs were similar in that both tended to be first 
born children with self employed fathers (Brockhaus & 
Horowitz, 1986; Hisrich, 1986). 
Hisrich (1990) found strong similarities between male 
and female entrepreneurs. Both tended to be energetic, goal 
oriented and independent. Bellu (1992) found that women 
entrepreneurs, like male entrepreneurs (and different from 
all male managers), attributed failure to external causes. 
Male entrepreneurs, however, were more confident and less 
flexible and tolerant than female entrepreneurs. Although 
the drive for independence was the prime motivating factor 
for male and female entrepreneurs, money was the second 
reason for men, but job satisfaction, achievement and 
opportunity were more important than money for women 
(Hisrich, 1990). A survey done by the National Foundation 
for Women Business Owners (Romano, 1994) reported that for 
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women business owners having control over their own 
destinies and building relationships were important while 
for male business owners success meant achieving goals. A 
majority of both male and female business owners processed 
information conceptually, meaning they "create plans and see 
the big picture" (p. 7) . Male and female entrepreneurs 
diverged in decision making styles. While a majority of 
women used intuition in making decisions, men more often 
used logic. A majority of both men and women business 
owners reflected before taking action (confirming the 
Cunningham & Lischeron, 1991 study). A finding that 
reflected the adaptability so important to entrepreneurs was 
that both men and women think they can learn from each 
other. "Women see men as being better able to let go, and 
men see women as better at forming business relationships 
and better able to balance different tasks" (Romano, 1994, 
p. 7). The study concluded that "while there may be 
differences between male and female entrepreneurs, these 
groups seemed more similar when compared to the working 
population in general" (p. 7). 
Although both women and men often chose business 
ownership because of frustrations at their previous job, for 
women this frequently had to do with the lack of advancement 
opportunities which was not the case for men who reported 
that they could do the job better on their own (Hisrich, 
1986) . Women more often encountered financing difficulties 
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from banks or investors than men. Obtaining credit, having 
little collateral and lack of experience in financial 
planning were cited as their biggest problems (Hisrich, 
1986). Additional barriers identified were "socialized 
ambivalence about competition and profit, and lack of self- 
confidence" (Kerka, 1994, p. 1). A recent study explored 
the perceptions that women have of entrepreneurs (Fargenson 
& Marcus, 1991). Male attributes were dominant in the 
results although women in firms headed by women tended to 
give more weight to feminine attributes than women from 
male-headed firms. It was noted that the support for male 
attributes may result in more favorable treatment of men 
pursuing entrepreneurship than women. The study called for 
further research in feminine trait perception along with a 
recommendation that teachers and vocational counselors use 
female role models to encourage entrepreneurship for women. 
The lack of theory to drive the research process is 
cited as one reason for the lack of more conclusive 
knowledge about the entrepreneurial behavior of women 
(Gundry & Welsch, 1993; Kolvereid, Shane & Westhead, 1993). 
Although differences between men and women have been studied 
they have yielded "little explanation or insight in the 
underlying phenomena of their entrepreneurial behavior" 
(Gundry & Welsch, 1993, p. 103). The reason for this may 
be that as women join the entrepreneurial forces they either 
possess or learn the behaviors necessary for success which 
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are non gender specific. Indeed, a study of male and female 
entrepreneurs' perceptions and subsequent intentions after 
bank loan rejection (Buttner & Rosen, 1992) surprisingly 
found little difference between men and women business 
owners. Further, the results from the study "indicate a 
striking similarity in perceptions, attributions, and 
intentions for male and female entrepreneurs" (p. 64). The 
study concluded "as we move into the 1990s, it is possible 
that erroneous perceptions and sex stereotypes are gradually 
disappearing" (p. 64). Since it is projected that women 
will own half of all businesses by the year 2000 (Gundry & 
Welsh, 1993; Naisbett & Aburdene, 1990) the acquisition of 
necessary entrepreneurial skills grows in importance. 
Entrepreneurship Models 
Models for entrepreneurship development have been the 
subject of entire issues of Entrepreneurship, Theory & 
Practice (Hoy, 1992; Hoy, 1993) and suggested by other 
authors (Krueger, 1994; Monroy, 1993; Naffziger, Hornsby & 
Kuratko, 1994). One of the models (Figure 1) proposed by 
Bygrave (1989a) focused on the process of entrepreneurship 
and thus included the personal issues and the environment in 
which the process takes place. Accepting this model as 
representing a holistic approach to the subject, it suggests 
that there is an intervention opportunity for 
entrepreneurial training programs for the unemployed. A 
"triggering event" such as job loss is affected by the 
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"resources" (training programs) available in the environment 
which can influence the implementation decision. Training 
programs also provide the "sociological" elements of 
networks, teams and role models that influence the 
triggering event and implementation decisions. In this 
perspective, training programs can be the bridge that 
connects the individual to opportunity. I would further 
suggest that, while the model is linear, the process is 
cyclical and often moves back and forth along the spectrum. 
Indeed, growth often depends on an innovation or triggering 
event to begin the process again. Bygrave suggests in a 
later article (1989b) that using mathematical models of 
chaos and catastrophe theory may provide a model for the 
"nonlinear, unstable discontinuities" (p. 28) of 
entrepreneurship. 
Summary 
It seems that the search for the "Heffalump" has taken 
a long, winding road through varying theories without 
arriving at a readily identifiable creature. If we accept a 
more encompassing definition, however, then perhaps we can 
say we have a better idea of how to describe the situations 
that will cause it to emerge, leaving to others the capture. 
We can define the Heffalump as a variable creature emerging 
in different situations and under different circumstances. 
While not all people can or will start businesses, many men 
and women, given the right attitudes and predispositions, 
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and the right circumstances, can and will seek the 
opportunity and independence that entrepreneurship offers. 
Entrepreneurial Education: The State of the Art 
Although entrepreneurial education has expanded rapidly 
in the past twenty years, much of the research has focused 
on programs and courses in colleges and universities. 
Gartner and Vesper (1994) reported that from 1974 to 1991, 
entrepreneurship courses increased from 85 to 369 at 
institutions of higher learning. In 1989 there were 93 
endowed chairs, 39 research centers and over 20 
professional, national and international, entrepreneurship 
conferences (Plaschka & Welsch, 1990). In spite of this, 
the field lacks: research methodologies for measuring 
effectiveness; consistency on content and approaches; 
criteria for entrepreneurship educators; a common body of 
knowledge; and acceptance in schools other than business 
(Block & Stumpf, 1992). One of the measures advocated by 
Block and Stumpf is to assess how many entrepreneurial 
students actually start businesses, since this is the reason 
that many give for enrolling. This is often the main 
* 
criterion for evaluating non-traditional entrepreneurial 
programs. 
Some of the research on entrepreneurial education 
points out the discrepancy between current business courses 
and real world needs. Educational courses tend to use 
approaches which are "analytical-functional, quantitative, 
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tools-oriented, theoretical, left-side of the brain, 
overspecialized, compartmentalized" and not adequate to 
"begin solving ill-defined, unstructured, ambiguous, 
complex, multidisciplinary, holistic, real world problems" 
that are particularly relevant to entrepreneurs (Plaschka & 
Welsch, 1990, p. 61). 
How entrepreneurship should be taught has been the 
focus of a few studies emphasizing the necessity of 
including the ambiguity and creativity of new venture 
formation (DeCarlo & Lyons, 1981; Scanlan & Flexman, 1981; 
Ulrich & Cole, 1987). These studies cited the need for 
fostering entrepreneurial attitudes such as; inner control, 
taking initiative and risk taking, but few programs have 
incorporated these ideas. Other studies of entrepreneurship 
suggested that training programs include Locus of Control 
enhancement (Box, White & Barr, 1993); encourage the belief 
that use of enhanced skills is feasible (Krueger, 1993); be 
structured to nurture entrepreneurial skills (Herron & 
Sapienza, 1992); and focus on developing entrepreneurial 
competencies (Envick & Anderson, 1995). 
Klatt and Giglielmino (1996), citing Malcolm Knowles' 
work on adult learning, recommended that self directed 
learning be utilized by entrepreneurial education because 
"it requires that individuals take initiative, with or 
without the help of others, in diagnosing their learning 
needs, formulating learning goals, identifying human and 
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material resources for learning, choosing and implementing 
appropriate learning strategies, and evaluating learning 
outcomes" (p. 2), qualities with direct application for 
entrepreneurs. Klatt and Giglielmino found, in a survey of 
entrepreneurs, that self directed learners "tend to 
outperform others in jobs requiring a high degree of problem 
solving ability, creativity and change" (p. 5). 
While most research has focused on entrepreneurial 
education in educational settings, programs have emerged for 
non-traditional students in npn-academic settings. Three 
reports have evaluated the results of some of these 
programs. Jacob Benus (1994) reported on an evaluation of 
two demonstration projects funded by the U. S. Department of 
Labor to help unemployed people become self-employed. The 
two projects (one in Massachusetts and the other in 
Washington) included training components which emphasized 
business plan development. The report did not include a 
discussion of the methodology utilized. The results of both 
programs were positive and Benus concluded that self- 
employment programs "increase the likelihood of entry into 
self-employment" (p. 85) for dislocated workers. 
An evaluation of several entrepreneurial training 
programs for dislocated workers and welfare recipients 
(Monroe, Allen & Price, 1995), concluded that, given the 
current economic environment, self-employment training 
programs need to be included in government strategies. 
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Since, through downsizing, many jobs will cease to exist, 
displaced workers will never be rehired and need to be given 
the option of self-employment. The evaluation concludes 
"Recent studies indicate that entrepreneurial training 
increases the likelihood of employment, especially where 
enrichment through mentoring and personal counseling is 
offered" (p. 11). 
Berkeley Planning Associates reported on six programs, 
also targeting dislocated workers, funded as demonstration 
projects by the U. S. Department of Labor. Positive results 
from this study were similar to the Benus report but this 
report also included information on the methodology 
utilized. The programs reported the importance of using "an 
adult learning approach to curriculum design and classroom 
instruction, and extensive staff and peer support to help 
participants make the emotional transition from worker to 
business owner" (p. v). Since entrepreneurial education 
programs are burgeoning in educational and other settings 
there are calls for research to understand the phenomenon. 
Solomon & Fernald (1991), suggest research to determine 
whether the increase in programs is due to "enlightened 
faculty" or market demand. 
Conclusion 
As the economic climate shifts and jobs and employment 
opportunities disappear, the question shifts from who the 
entrepreneur is and how and why the entrepreneur behaves, to 
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how society can nurture the growing phenomenon. If it is 
accepted that encouraging entrepreneurship is a key element 
of economic development, then strategies can be developed to 
help small businesses multiply and grow. It is important to 
note here that the traditional programs that do exist tend 
to emphasize financial planning and other business topics 
and rarely focus on entrepreneurial behaviors. As this case 
study and the literature contend, there is a growing 
awareness that entrepreneurial behaviors are a crucial 
component of entrepreneurial activity. Although the 
research remains inconclusive, there is much anecdotal 
evidence that the characteristics needed by the entrepreneur 
can be acquired, particularly through educational 
programming. It is also possible to foster some of the 
environmental conditions that help initiate entrepreneurial 
activities. The availability of entrepreneurial training 
and support is one important element in creating 
entrepreneurial climates (Gnyawali & Fogel, 1994). 
While entrepreneurial educational programs are growing 
rapidly in traditional and nontraditional settings, 
consensus on how and what to teach continues to be elusive. 
This case study of an entrepreneurial training program 
provides one perspective on the process of training for 
entrepreneurship and adds to the growing body of literature 
on entrepreneurship and entrepreneurial education. 
CHAPTER 3 
METHODOLOGY 
Introduction 
This chapter describes how a qualitative approach using 
a case study methodology was used to identify key elements 
of the Berkshire Enterprises' entrepreneurial training 
program for the unemployed. The case study approach was 
appropriate because the study focused on a single setting 
over a seven year period, describing the interaction of the 
participants and staff and the emergent elements that 
contributed to the evolving curriculum. 
As the entrepreneurship research field expands, new 
methodologies have been urged. Particularly noted is the 
need for field research and case studies (Aldrich, 1992; 
Bygrave, 1989a; Ropo & Hunt, 1995; Savage & Black, 1995; 
Sayles & Stewart, 1995) to reflect the "holistic and 
nonlinear process aspects" of entrepreneurship (Ropo & Hunt, 
1995, p. 91). Furthermore, Hofer and Bygrave (1992) suggest 
that the unique aspects of the entrepreneurial process limit 
the application of classical research models for research 
design. Not only is the need for case study research called 
for in the literature, but I felt the case study approach 
was an appropriate methodology given the interactive nature 
of the setting and my involvement in the process as a 
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participant/observer (Atkinson & Hammersley, 1994; Bogdan & 
Biklen, 1992). 
In the previous chapter, I reviewed the 
entrepreneurship literature in three areas that are relevant 
to the training program under study: The historical context 
of entrepreneurship; the definition of the entrepreneur; and 
entrepreneurial education. Research on entrepreneurship, 
like the subject, is a fluid, interdisciplinary and quickly 
evolving field. As the field expands, the theoretical base 
has attracted interest from academics in the fields of 
anthropology, sociology, and psychology in addition to 
economics, management and business. This interest has 
enriched the debate and addressed political, gender and 
racial issues embedded in the topic. As the discussion 
grows, the fledgling field of entrepreneurial education has 
emerged as a separate topic for research (Brockhaus, 1993, 
p. 9) . 
There is general agreement in the entrepreneurial 
education literature (DeCarlo & Lyons, 1981; Ulrich & Cole, 
1987) that training can help in developing behaviors that 
can be useful to the entrepreneur, especially in the areas 
of locus of control, flexibility and creativity. 
Entrepreneurial education for the unemployed is a recent 
concept and the programs and outcomes are evolving. The 
entrepreneurial training program under study adds to the 
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discussion, not only of entrepreneurial education, but to 
the understanding of entrepreneurial behavior development. 
The entrepreneurial training program for the unemployed 
described in this case study is a complex, dynamic process 
influenced by diverse elements in the creation, 
implementation, and revision of the program over seven 
years. In attempting to reflect the rich climate and 
extract those elements worthy of attention, a flexible 
methodology was necessary. "Entrepreneurship is inherently 
idiosyncratic, so that the methods used to study this 
phenomenon need to reflect this challenge" (Gartner, Shaver, 
Gatewood & Katz, 1994, p. 8). A narrative case study 
(Thomas, 1992) which blends my observations as a 
participant/observer, staff input, lessons from the 
literature, and program participant feedback conveys the 
"dynamics present within single settings" (Eisenhart, 1989, 
p. 534). 
Data collection for this case study relied on 
participant/observation as the primary research tool. 
Documents, archival records, surveys and informal interviews 
provided additional data. Data were collected to answer the 
research questions: 
1. What were the key elements that emerged in the 
development of a curriculum to teach the unemployed 
entrepreneurial skills? 
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2. How did the staff and participants respond to these 
elements? 
3. What was the impact of the training program on 
participants? 
4. How do findings from a case study of an 
entrepreneurial training program for the unemployed 
contribute to the understanding of entrepreneurial 
education? 
5. What implications does this study provide for 
future research? 
Design Overview 
The discussion in this chapter includes an overview of 
the design of the study grounded in qualitative research 
and the rationale for a case study approach. The influences 
of participatory/action research, particularly on my role, 
are discussed along with the political perspective that 
reflects my orientation towards the research methodology. 
The emphasis is on the perspective called for by the unique 
environment of implementation and revision by program 
participants and staff. The population and setting are 
described along with issues relating to the research design, 
data collection, ethical considerations, trustworthiness and 
limitations. 
Qualitative Approach 
Due to the focus of this study on the interaction of 
participants and staff over a seven year period, I chose a 
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qualitative approach as the most appropriate. The 
description of the implementation of an evolving curriculum 
that reflected my observations, staff input, lessons from 
the literature, and program participant feedback emerged 
from a qualitative orientation. As Lincoln and Guba (1985) 
indicate ". . .investigator and respondent together create 
the data of the research” (p. 100) and the interaction 
between investigator and respondents provides an ". . . 
opportunity to be exploited” (p. 101). 
By using informal interviews and participant feedback 
to revise curriculum, the process of education can be 
understood. Since "qualitative researchers are concerned 
with process rather than simply with outcomes or products" 
(Bogdan & Biklen, 1992, p. 31) and much of the 
entrepreneurial literature defines entrepreneurship as a 
"process of becoming rather than a state of being" (Bygrave, 
1989a, p. 21), a qualitative case study provided the 
opportunity to describe the process. 
Qualitative research involves judgement. "The function 
of this appraising aspect of qualitative research is to 
describe the essential qualities of events, to interpret the 
meaning and relationships among those events, and to 
appraise the significance of these events in the larger 
picture of social and educational concerns" (Kincheloe, 
1991, p. 145). Since I was a reflective participant in the 
evolving experiences (Ely, 1991), I sifted and sorted the 
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events to be interpreted and determined what was to be 
described. One of the purposes of the case study was to 
describe the key elements that emerged and the response of 
staff and participants to them. The personal nature of the 
experiences was particularly important and ". . .qualitative 
research attempts to appreciate human experience in a manner 
which is empathetic to the human actors who feel it or live 
it" (Kincheloe, 1991, p. 145). A qualitative approach 
allowed me to communicate the subjective aspects of the 
research (Lincoln & Guba, 1985) . 
A qualitative approach acknowledges that the research 
is value-laden in that the research emerged from the 
experiences of the participants, including staff. Further, 
the research was embedded in equity issues which arise from 
the political, economic and historical context of the 
program (Kincheloe, 1991). Additionally, the program 
emancipated the participants (Swantz & Vainio-Mattila, 1988) 
by empowering them to change their lives by starting their 
own businesses or finding a new job. 
Case Study 
Given my long term involvement in the process of 
entrepreneurial training and the rich data from the 
participants, a case study provided a comprehensive 
description of the experience. The nature of the study 
called for an approach to "retain the holistic and 
meaningful characteristics of real-life events" (Yin, 1984, 
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p. 14). A case study methodology also "offers large amounts 
of rich, detailed information about a unity. . .it allows 
researchers the flexibility to understand and even to answer 
questions about educational processes and problems" 
(Churchill, 1992, p. 98). 
The case study not only described an educational 
process, but addressed the impact of the external and 
internal factors caused by unemployment on the participants. 
"The case study arises out of the desire to understand 
complex social phenomena" (Yin, 1984, p. 14). A further 
rationale for a case study methodology was the selection of 
one site for study. "The case study is a research strategy 
which focuses on understanding the dynamics present within 
single settings" (Eisenhart, 1989, p. 534). Although there 
are other entrepreneurial training programs modeled on 
Berkshire Enterprises that would provide additional cases, 
one site was chosen to provide in-depth analysis. 
By concentrating upon a single phenomenon or entity 
('the case'), this approach seeks to uncover the 
interplay of significant factors that is characteristic 
of the phenomenon. The case study seeks holistic 
description and interpretation (Merriam & Simpson, 
1984, p. 96). 
Since entrepreneurship has been a research field for 
only 25 years, it is still considered a new field in need of 
theory building (Churchill, 1992; Katz, 1994). According to 
Merriam and Simpson (1984), the case study is "particularly 
appropriate to use when there is little knowledge about the 
problem [and] a lack of theory" (p. 91). Brockhaus (1993) 
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described a research agenda for entrepreneurial education. 
He stated that "there are very few research methodologies 
that are currently being used" and that "methodology should 
consider the student, the student needs, the type of the 
instructor, the format and different outcomes over points in 
time" (p. 11). This case study adds to entrepreneurship 
research by describing an educational program that considers 
the multiple perspectives called for by Brockhaus. 
By including an impressionist tale (Van Maanen, 1988) 
of one participant, the case study provides a perspective 
that reflects a different viewpoint. The tale was the 
result of my recollection of her experience, coupled with a 
review of archival records and notes from extensive 
consultations with her between 1989 and 1991. Details were 
altered to disguise her identity but she gave approval for 
the use of general information. The grounding for the 
single case history within a larger case study is based upon 
life-history methodology (Bogden & Biklen, 1992) which uses 
"the person as a vehicle to understand basic aspects of 
human behavior or existing institutions rather than history" 
(p. 65). 
Following Stake's definition (1994), rather than being 
an "intrinsic case study", that is, one undertaken to gain 
an understanding of the Berkshire Enterprises' program, this 
case study was an "instrumental case study" which seeks "to 
provide insight" (p. 237) into the larger subject of 
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entrepreneurial education. Recognizing that the environment 
is rich with multiple phenomena, the researcher "decides 
what is the case's own story" (p. 240). 
Researcher Role 
Since the approach I chose for the case study was to 
describe the interactive nature of my role, the staff and 
participants, I relied on the theoretical foundation of 
"postmodern" research for establishing a rationale for my 
role. "The postmodern author seeks to dissolve that 
disjuncture between the observer and the observed" (Atkinson 
& Hammersley, 1994, p. 257). Postmodern research argues 
that truth is variable and depends on the researcher's 
perspective. "This perspective emphasizes interpretation 
and writing as central features of research" (Bogdan & 
Biklen, 1992). 
Lather (1986), Reason (1988) and Hamilton (1994) 
address the "self-reflective" nature of qualitative research 
in the postmodern setting as providing a basis for validity. 
By extending the case study to include my experiences, 
particularly my reflections and responses to participant 
feedback, a "holistic" description is provided. 
The researcher as observer role can be as the 
"complete-member-researcher, the active-member-researcher 
and the peripheral-member-researcher" (Adler & Adler, 1994, 
p. 379) . The "complete" researcher stance draws on 
traditions of "opportunistic research" and "auto- 
63 
ethnography" (p. 380) and refers to "those who study scenes 
where they are already members" (p. 380). Active-member 
researchers become involved in the setting's activities but 
"without fully committing themselves to members' values and 
goals" (p. 380). The stance that defines my role is between 
these two. I was a complete member of the setting under 
study but I was set apart as an instructor/consultant. The 
advantages of this perspective are that: 
1. The "distinctive opportunity [of participant 
observation] is the ability to perceive reality from the 
viewpoint of someone 'inside' the case study rather than 
external to it" (Yin, 1984, p. 87). 
2. The case study is presented partly as personal 
experience research which "is a form of public inquiry that 
has the potential for transcending the specialties of 
research in particular subject fields" because "personal 
experience methods connect with fundamentally human 
qualities of human experience" (Clandinin & Connelly, 1994, 
p. 425). 
3. My biases as a collector and interpreter of data 
were part of the narrative and add to trustworthiness. 
Since my role during the seven year period under study 
was to refine the curriculum by incorporating feedback from 
the participants, I continually utilized qualitative 
research methodology (interviews, written feedback, 
journals, and staff interviews) to collect data. I then 
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determined emergent elements in the data, combined them with 
findings from the literature and developed a new curriculum 
which was reviewed with other staff before implementation. 
This process continued throughout the period under study. 
The political context, not only influenced the 
methodology but provides a view of the larger perspective of 
the case study. Needless to say, it also provides a 
description of my biases. 
Political Context 
The entrepreneurial training program under study 
existed within this theoretical framework: The unemployed 
were victims of social and economic forces beyond their 
control. They were struggling to empower themselves through 
a program that worked with them to redefine their lives as 
self-employed business people. The staff were or had been 
self-employed. The staff and participants worked together 
closely through group work, discussions, individual 
consulting and continual feedback, sharing their 
experiences, information and changing needs. The curriculum 
was structured but flexible in order to adapt to the fluid 
process. The environment was intentionally highly 
supportive to help people deal with the personal issues, as 
well as the information needs, that evolved during the 
program. 
The unemployed were cut off from their economic 
underpinnings as a result of the economic down swing which 
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had political and historical causes. It has been proposed 
that the crumbling of the consumer driven, capita]istic, 
economic system is driving the massive lay-offs and 
restructuring of the corporate world (Heilbroner, 1991). In 
the process of the transition to a new, undefined economic 
system, new, more entrepreneurial, ways of thinking and 
acting will be necessary (Hyatt, 1990). The entrepreneurial 
training program described in the case study worked with 
people caught in these economic forces. They were dis- 
empowered. The process of empowerment emerged as one of 
outcomes of the program. The case study describes the 
process whereby attention to the feedback from the 
participants, along with staff input and my observations, 
led to the recognition of the importance and challenge of 
incorporating entrepreneurial behavior development into the 
curriculum. 
Participatory/Action Research 
A qualitative, case study methodology was suited to the 
nature of the research. Further, this methodology falls 
within an emerging paradigm for research that has been 
termed participatory or action research. Deshler and Hagan 
(1990) cited several participatory research advocates 
(Reason & Rowan, Hall, Kassam, Gaventa, and Cassara) as 
raising the issue of who defines the research problem. In 
this paradigm participants are involved in their own inquiry 
which leads to their empowerment. In the program under 
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study, the participants' reflections were valued as 
research, particularly since the program continually changed 
in response to their input. Reason (1988) called this 
research "co-operative inquiry" (p. 3) and believed that it 
is a new and necessary approach for human inquiry rising out 
of a new consciousness developed from systems thinking, 
ecological concerns and awareness, feminism, and education 
(P• 3) . 
Since empowerment is a crucial issue here, the 
"empowerment" research of Paulo Freire (1985) provides a 
theoretical base for addressing the political context 
adopted by this approach. Beder (1990) placed Freire in the 
"countercritique" as opposed to the "liberal-progressive" 
(p. 45) school of thought on adult education. This school 
is an outgrowth of Marxist tradition which sees society as 
class based. Education becomes a means for domination of 
one class over another. In Marxist humanist theory, people 
have the power of choice and can determine their fate. 
Freire felt that the oppressed "participate in the 
revolutionary process with an increasingly critical 
awareness of their role as subjects of the transformation" 
(Freire, p. 121). The role of the teacher and researcher is 
to engage in a dialogue to help learners acquire critical 
consciousness which will lead to empowerment which will lead 
to action which will transform society. 
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According to Lather (1986), Friere's concept of 
"empowering" research has the ideological goal of blurring 
the distinctions between research, learning and action. The 
substantive task is to "delineate collective identification 
of and solutions to local problems in ways that link this 
process to larger structural issues" (p. 73). The way this 
is done is through a dialogue which turns the learners into 
co-researchers and leads to their empowerment. Lather 
mentioned two concepts that are embodied in this research. 
One of them is making the process of research a means to 
equalize knowledge by making the researched as important as 
the researcher. The researcher becomes a "catalyst" to 
understand and solve problems. The other concept in 
"empowering" research is to encourage action on the part of 
the researched. Knowledge and empowerment lead to new ways 
of behaving. 
These concepts have direct application to this study 
since elements emerged from participant feedback that led to 
adaptations in the curriculum to meet their needs in order 
to empower them to take the action of making plans for their 
futures whether through small business ownership or new 
employment. In doing so they helped transform the local 
economy, which was dependent on one major corporate 
employer, into multiple small, independent businesses. By 
accepting themselves as potential entrepreneurs, the 
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participants were empowered whether they start a business or 
not. 
Population 
The subjects included in this case study were the 428 
people in 16 classes who entered the entrepreneurial 
training program from the fall of 1989 to the spring of 
1996. These participants experienced a similar program and 
completed feedback forms for the course. 
All of the 428 people were unemployed. Determining 
eligibility for the program was proscribed by the funding 
agency and changed over time. Originally, in 1989, anyone 
who was not working was eligible. This included the 
recently laid-off (within 15 weeks), long term unemployed 
(over 15 weeks), people receiving welfare or disability, and 
people who were retired. Beginning in the fall of 1994 an 
additional requirement was that barriers to reemployment 
needed to be evaluated in order to be eligible for the 
program. These barriers included: lack of marketable 
skills; language barriers; lack of job search skills; labor 
market discrimination and lack of childcare/eldercare among 
others. Of the original 428, 365 graduated from the program 
and 264 started businesses (see Table 1). A computer data 
base containing information from case files (applications, 
case notes, business plans and government required forms) 
was maintained and updated for statistical purposes. Of the 
365 who graduated, we were able to obtain 305 current 
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addresses. These 305 were mailed a survey (Appendix C) in 
August, 1996 and 93 responded. The information from this 
survey is included in the case study, along with surveys 
completed in 1991 (Appendix A) and 1992 (Appendix B). 
Data Collection 
The primary sources of data collection were notes from 
participant/observation, archival records and documents, and 
surveys. Participant/observation included observing and 
teaching classes, informal interviews with participants and 
staff, and personal reflections. Interviews where the 
researcher "knows the subjects beforehand. . .is often like 
a conversation between friends" (Bogdan & Biklen, 1992, p. 
96). These interviews took place between staff and 
participants on a continuing basis and were the subject of 
staff meetings. The notes for many of the interviews are 
included in participant files which were reviewed for the 
case study. 
The reconstruction of the reflexive nature of my role 
as a participant/observer provided the structure of the case 
study giving a chronological, narrative account of the 
training program. This case study includes a detailed 
account of the process of curriculum development from 1989 
through 1991 and a summary of the years 1992-1996 and is 
interspersed with selected participant comments that guided 
revisions. Also included is a narrative, impressionist tale 
(Van Maanen, 1988) of one participant's experience. The 
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inclusion of this tale provides an example that personalizes 
the entrepreneurial experience. 
A review of extensive documents and archival records 
aided the reconstruction of events. "For case studies the 
most important use of documents is to corroborate and 
augment evidence from other sources" (Yin, 1984, p. 80). 
Written feedback forms (Appendix D) provided a method for 
assessing participant response to curriculum adaptations. 
Archival records (Yin, 1984) were reviewed including 
original applications, grant proposals, class syllabi and 
staff notes to document the sequence of events in order to 
present a chronological narrative that included the 
perspectives of the participants and staff. 
Over the seven years of the program, a variety of 
methods were attempted to document business existence and 
gross revenue data. This proved to be a challenging task 
since financial information was not always forthcoming and 
the definition of business existence is subject to 
interpretation. Although there was substantial anecdotal 
information about many of the participants with whom we have 
had regular contact, the data was informal and not well 
documented. A telephone survey was conducted of those 
graduates who were in business in 1992. The results of that 
survey were included in the data collection. 
A written, mailed survey was conducted in August, 1996 
of the 305 graduates for whom there were current addresses. 
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Yin (1984) views surveys as a type of interview that can be 
used as part of a case study to obtain structured responses 
from a sample group. It is a "'snapshot' representative 
sample" (Platt, 1992, p. 47). In the survey used for this 
study, the focus was on only those who had graduated from 
the federally funded program who had participated in the 15 
daytime programs and the one similar evening program. These 
were the most consistent programs, provided the largest 
number of participants and contained the most documentation. 
Of the 305 surveys mailed, 93 responses were received. 
Data Analysis 
The data analysis was a blend of my reflections on the 
process of implementing, observing and evaluating new 
teaching methodologies; the responses of the program 
participants to the experiences through written feedback 
forms and informal interviews; input from other staff 
members; and a summary of findings from the literature on 
unemployment, entrepreneurship and adult learning that had 
an impact on the evolution of the curriculum. Also included 
was demographic information obtained from a review of 
documents and archival records. 
The case study also focused on the outcomes of the 
entrepreneurial training program. A profile of the 428 
participants of the program under study was based upon a 
review of archival records (Table 2). Results from three 
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Table 2 
Berkshire Enterprises Entrepreneurial Training Program 
Participant Profile as of 1/15/1997 
Total 
Participants 428 
Gender: 
Male 221 52% 
Female 207 48% 
Minority: 14 3.3% 
Family Business 
Background: 159 37% 
Average Age: 41 
Average Education: 14 years 
Marital Status-Married: 
Male 164 75% 
Female 110 53% 
Total 
Business 
Starts 264 
Gender: 
Male 133 50% 
Female 131 50% 
Minority: 10 3.8% 
Family Business 
Background: 98 37% 
Average Age: 41.3 
Average Education: 14 years 
Marital Status-Married: 
Male 110 83% 
Female 69 53% 
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surveys conducted during the seven years, the final one in 
August, 1996, provided additional data. 
An analytic inductive method (Huberman & Miles, 1994; 
Patton, 1980) allowed the iterative nature of the research 
to emerge. The implementation of the curriculum led to 
written feedback responses from the participants which, 
coupled with my observations and information from the 
literature, led to emergent elements that led to revisions 
in the curriculum. After informal interviews with 
participants and staff, the revisions were implemented and 
the process repeated. The emergent elements were determined 
by a review of written feedback, curriculum documents, case 
records and informal interviews with staff. 
Computer data base records were utilized for 
demographic profiles. Information was collected about each 
class and compared for age, education, gender, marital 
status and business starts. 
A survey, conducted in August, 1996, was analyzed to 
determine current activities of graduates including business 
information. The surveys also provided a member check 
(Lincoln & Guba, 1985) by including open ended questions 
about the impact of the training program. These were 
reviewed for elements relevant to the study. 
Trustworthiness 
In the postmodern, qualitative world, the concept of 
validity has been reconceptualized as trustworthiness. In 
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this perspective, all knowledge is constructed (Denzin & 
Lincoln, 1994) and subject to interpretation by the 
researcher, the subject and the audience. Therefore, the 
trustworthiness of the researcher needs to be established 
and this can be accomplished through "prolonged engagement, 
persistent observation, and triangulation" (Lincoln & Guba, 
1985 p. 301). The period under study lasted seven years and 
I was a participant/observer throughout that time. I 
collected data, conducted data analysis, determined and 
checked findings which led to revisions and repeated this 
process on a continual basis. This prolonged engagement led 
to consistent findings over time and adds to the 
trustworthiness of this case study. 
Triangulation methods (Lincoln & Guba, 1985; Patton, 
1980; Stake, 1995) were used from the inception of this 
study. Triangulation refers to the use of "different modes 
of data collection" (Lincoln & Guba, p. 3 06) . Findings were 
triangulated (Ely, 1991) by comparing document and archival 
records, program participant responses, my observations and 
staff input to determine emergent elements that led to 
program revisions. This methodology was repeated 
continuously throughout the period under study. As Huberman 
and Miles (1994) point out "triangulation is less a tactic 
than a mode of inquiry" (p. 439). Flick (1992) quoting 
Denzin states "The goal of multiple triangulation is a fully 
grounded interpretive research approach. . . .In-depth 
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understanding, not validity, is sought in any interpretive 
study" (p. 180). 
I used surveys as the means to confirm findings after 
the participants had graduated. The surveys also served as 
a modified "member check" (Lincoln & Guba, 1985) by 
providing reflections by the participants after they had 
left the program. 
Ethics 
All participants were informed that due to the funding 
agency there were reporting requirements. Upon acceptance, 
they signed a form to allow for release of information 
(Appendix E). I informed participants in introductory 
sessions that I was collecting information for research 
purposes. 
The issue of ethics in adult education was raised by 
Brockett (1988). He maintained that adult students have a 
right to privacy, confidentiality and to expect a reasonable 
assessment of their performance. The educational experience 
should do what it promises and avoid conflicts of interest. 
These issues were particularly relevant to this study since 
the participants were in a difficult place in their lives 
and often revealed personal information in the classroom and 
to the consultant. Confidentiality was stressed and people 
were given the option to not share information if they felt 
uncomfortable. 
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Limitations 
This study was limited by its exploration of one 
program in one geographical area. Several entrepreneurial 
training programs operate in other areas of the state and 
country but this study focused on only one. Assumptions can 
be made about utilizing the results with other populations 
but the uniqueness of the program in a particular area with 
a particular group of the unemployed and a particular staff 
limits the generalizability of the findings. 
Survey questionnaires were responded to by some of the 
graduates and therefore did not reflect all participants' 
experiences. Ultimately the findings only reflect 
individual participant opinions. 
By choosing to focus on one aspect (curriculum 
development) of the program, other elements (for example, 
gender or educational levels) that may have had a 
significant impact on entrepreneurial behavior development 
were not considered. The focus reflected my involvement and 
interest in curriculum development as an influence on 
entrepreneurial behavior development. 
Additionally, my role as one of the creators and 
teacher/consultants and my involvement with the 
participants, had an impact on the responses of the 
participants to the survey questionnaire and feedback 
surveys. My relationships with participants influences, not 
only their responses, but my interpretations of their 
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responses. Recognizing this necessitated a qualitative, 
participatory approach to the design and methodology of the 
case study. 
Conclusion 
The case study of one entrepreneurial training program 
for the unemployed required a methodology as fluid, 
flexible, adaptable and "idiosyncratic" as the field of 
entrepreneurship. Therefore, I chose a qualitative 
approach, reflecting a participatory/action perspective, 
utilizing inductive analysis. 
Participant/observation, document and archival record 
review, informal interviews, and surveys, provided in-depth 
data collection. My biases as an instructor/consultant and 
curriculum developer, as well as a researcher, were 
explained. The variety of data collection provided 
triangulation of the sources. 
In searching for a suitable methodology, I referred to 
the study as "postmodern", reflecting an approach to 
research that seeks a "broader framework that sees goodness. 
. .in a multitude of types of outcomes" (Peshkin, 1993, p. 
28). In this perspective the acceptability of "personal 
experience" research and the dedication to allowing the 
story to predominate, provided an appropriate theoretical 
base. Researchers have been exhorted to "avoid being overly 
preoccupied with method" so as not to "separate experience 
from knowing. . .Qualitative research depends on the 
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presentation of solid descriptive data, so that the 
researcher leads the reader to an understanding of the 
meaning of the experience under study" (Janesick, 1992, p. 
215). I have tried to balance a desire to communicate the 
meaning of the experience with "critical attention. . .to 
the quality of arguments and the use of evidence" (Atkinson 
& Hammersley, 1994, p. 257). 
CHAPTER 4 
THE EVOLUTION OF BERKSHIRE ENTERPRISES 
Introduction 
As the interest in encouraging entrepreneurism grows, 
the need for understanding the entrepreneurial process has 
been identified in academic and public policy circles 
(Kasarda, 1992; Mokry, 1988). This case study responds to 
the need for research by describing an entrepreneurial 
training program for the unemployed. Entrepreneurial 
training for this population is a concept ripe with 
possibilities and fraught with dangers. The demographics 
and attributes of the unemployed differ from the 
identification of the entrepreneur in the literature as a 
self-motivated and action oriented individual (Brockhaus, 
1982; McClelland, 1976). In contrast, the impact of 
unemployment has drastic negative effects on identity and 
self-esteem (Amundson & Borgen, 1987; Davies, 1985; 
Mallinckrodt & Fretz, 1988; Steinweg, 1990). Nonetheless, 
entrepreneurial training for the unemployed is "proceeding 
proactively, fueled by immediate human and policy needs" 
(Katz, 1994, p. 6) and the need for research is 
accelerating. This case study adds to the discussion by 
describing the process of entrepreneurial education and 
identifying elements that enabled participants to move 
beyond unemployment and define new goals for themselves, 
whether they started a business or not. 
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The case study describes the role of the staff, 
including my involvement as a participant/observer, in the 
evolving nature of the curriculum in response to participant 
input and new literature. It also provides an analysis of 
the data collected through this process. Chapter 3 provided 
the rationale for the use of a case study methodology in 
describing the evolution of the program. The chapter 
included the grounding of the case study approach in 
qualitative research, along with a discussion of the 
perspective called for by the unique environment of 
implementation and revision by program participants and 
staff. A description of the research design, data 
collection methods, ethical considerations, validity and the 
limitations of the study were also discussed. 
While this case study does not propose definitive 
answers to the questions raised in the literature about 
whether entrepreneurs can be created, it does describe the 
impact of a training program that included entrepreneurial 
behavior development. It also provides an analysis of 
important elements that evolved through the interactive 
process of the participants and staff. 
The research questions are: 
1. What were the key elements that emerged in the 
development of a curriculum to teach the unemployed 
entrepreneurial skills? 
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2. How did the staff and participants respond to these 
elements? 
3. What was the impact of the training program on 
participants? 
4. How do findings from a case study of an 
entrepreneurial training program for the unemployed 
contribute to the understanding of entrepreneurial 
education? 
5. What implications does this study provide for 
future research? 
The case study addresses these questions by providing a 
narrative history that contains a program description and 
chronological account of the evolution of the program, 
including a detailed account of the process of curriculum 
development from 1989 through 1991 and a summary of the 
years 1992-1996. It is a blend of my reflections on the 
process of implementing, observing and evaluating new 
methodologies; selected responses of the program 
participants to the experiences through written feedback 
forms and informal interviews; input from other staff 
members; and a summary of findings from the literature on 
unemployment, entrepreneurship and adult learning that had 
an impact on the evolution of the curriculum. The data 
analysis is incorporated into the narrative, reflecting the 
elements that emerged during the data collection. 
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Included in the case study is demographic and outcome 
information obtained from a document and archival record 
review (Table 1 and Table 2) and the results from three 
surveys: a 1991 mailed questionnaire (Appendix A); a 
telephone survey from 1992 (Appendix B) and a mailed survey 
from 1996 (Appendix C). The surveys focus on the outcomes 
of the training program. The case study includes the story 
of one participant who exemplifies the experiences of the 
entrepreneurial process. 
Program Description 
Berkshire Enterprises was created in July, 1989 when 
the Donahue Institute for Governmental Services of the 
University of Massachusetts was awarded a one year, $139,047 
grant from the Industrial Services Program of Massachusetts 
to use United States Department of Labor funds to develop 
and operate an entrepreneurial training program for 46 
dislocated workers in Berkshire County, Massachusetts. It 
was projected that 23 people (50%) would start a business. 
A Project Manager, a part time training coordinator and an 
administrative assistant were hired to begin classes in 
September, 1989. 
Alan Robertson, the Project Manager, had worked on the 
development of the grant along with staff from the Donahue 
Institute and other members of a community advisory board. 
He had relocated to the area several years previously, and 
had been teaching small business management at Berkshire 
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Community College while running a business consulting firm 
from his home. A Vietnam veteran, he had completed an MBA 
at Harvard in the 1970's and had been involved in small 
business consulting for many years. He was so enthusiastic 
about the concept of entrepreneurial training for the 
unemployed that he agreed to take on the position as Project 
Manager for the Donahue Institute when the grant was 
awarded. 
I had read about the project in the local newspaper and 
with my experience as a retail store owner and having taught 
entrepreneurship to low income seniors the previous year, I 
too, was enticed by the idea of entrepreneurial training. I 
applied for a position and was offered the part time 
position of training coordinator. Since I was still running 
my business, I decided that this would work out well. 
Berkshire Enterprises was housed in donated space along 
with the General Electric Outplacement Center. The building 
was an old telephone operation building that was in the 
heart of the G. E. manufacturing plant. It was shabby and 
grim. Our tiny offices were on the second floor with no 
windows and were divided by partitions. The classroom was 
on the ground floor and had exposed pipes overhead. In 
spite of the depressing nature of our accommodations, Alan 
and I were excited by the prospect of implementing the grant 
and our expectations were high. 
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In deciding to utilize Department of Labor, JTPA (Job 
Training and Placement Administration) Title III funds for 
entrepreneurial training, the local advisory board was 
taking a risk. Prior to this use, all Title III funds had 
been funneled into job training for dislocated workers. 
At this particular moment in time, however, the risk 
seemed worth taking. G. E. had been downsizing drastically, 
particularly in its transformer business which was based in 
Pittsfield. From a high of a 13,000 work force in the 
1960's, the number was down to about 3,000 in 1989 
(Workforce Development Blueprint, 1993) and there were plans 
for further reductions. The blue collar workers had been 
hard hit and now engineers and other white collar workers 
were beginning to feel the effects of the downsizing. 
Pittsfield had been a one company town for a long time and 
the effects were devastating. Peripheral businesses were 
suffering declining revenues and the unemployment figures 
were rising. Traditional job training was ineffective since 
there were no replacement jobs. The local Chamber of 
Commerce and many political leaders emphasized the need for 
attracting other major manufacturing firms to replace G. E. 
In this climate, the idea of helping exiting G. E. 
engineers and other white collar workers start businesses 
was appealing. The hope was that smaller engineering and 
high tech firms would be encouraged to start and grow and 
some of the lost jobs would be filled through self- 
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employment. It was further hoped that these fledgling firms 
would grow and hire others. It was in this climate that 
Berkshire Enterprises began. 
Curriculum Development 
Alan and I worked closely in developing the curriculum. 
Since we were requesting recognition as an approved training 
program for the Massachusetts Department of Employment and 
Training (DET), we designed the curriculum around their 
proscriptions. This meant that the classes were to be free 
to the participants and must meet for twenty hours per week 
in order for the DET job search requirement to be waived for 
those receiving unemployment benefits. Participants had to 
be residents of Massachusetts or laid off from a 
Massachusetts firm. The classes were to run for twelve 
weeks to give adequate time for business plan preparation. 
Since Alan and I had taught small business management, 
albeit to very different audiences, we combined our 
experiences and agreed that the course would be structured 
around designing a business plan. Neither Alan nor I had 
any formal training in teaching. What we did know from 
experience was the complexity of running a business and what 
components were important. We both agreed that the course 
needed to be hands-on and practical, not academic. We knew 
that the participants were not necessarily business people. 
They were people who had lost their jobs and were exploring 
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alternatives. At that time neither of us realized how 
important this factor was to be in the evolution of the 
training program. 
Alan decided that a written business plan and an oral 
presentation of the plan would be required of everyone who 
finished the program and that there would be a formal 
graduation at which a certificate would be awarded. I was 
to teach an overview of the business plan through a 
simulation exercise. This was the methodology that I had 
used with seniors and it had been well received. The class 
would be divided into four groups and each group would 
create a fictitious retail, service or manufacturing 
business and take it, step by step, through the planning 
process. As they learned the process for a fictitious 
business, they would apply it to their own businesses. 
Alan decided to teach money management. He felt that 
this would be the most difficult subject for most people. 
His work with many small companies had given him an 
understanding of how to communicate the essence of money 
management to small business owners. He relished the 
challenge. Three additional sessions per week were devoted 
to varied business topics. This included speakers from the 
community including: a lawyer, accountant, bookkeeper, 
banker, advertising expert, and local business owners. In 
addition, this time slot gave us the flexibility to 
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introduce additional topics in response to participant 
needs, such as inventory control or personal selling skills. 
That left marketing. We had funding to hire an outside 
consultant and Alan hired a University of Massachusetts 
marketing professor to travel to Pittsfield once a week to 
teach. Alan also decided that computers needed to be an 
integral part of the program and through his connections 
with the community college, he arranged for a class in basic 
word processing and spreadsheets to be held there in 
conjunction with the marketing class. Having the curriculum 
in place (Appendix F) we began recruitment. 
Class 1-September, 1989 
We planned to hold free public outreach meetings in 
August, conduct interviews in early September, and begin 
classes on September 20. The grant required us to train at 
least 46 people in the one year period so our plan was to 
conduct two twelve week classes with up to twenty five 
participants each; one class in the fall and one class in 
late winter. We designed an application which was revised 
minimally over the next seven years. Criteria for 
acceptance into the program were developed after extensive 
conversations with Alan about the qualities that we felt 
would be important in addition to those mandated by the 
funder. We decided that the major criteria in order of 
importance were: 
An idea based upon skills, experience or interest. 1. 
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2. Determination and the commitment to work on the 
idea (Alan called this the "fire in the belly"). 
3. Capability and circumstances to commit to a twelve 
week program. 
4. A business idea with the potential to employ 
others. 
Establishing that these criteria were met was 
accomplished during an interview process. Both of us 
interviewed each applicant and met later to compare first 
impressions. We knew that this was a highly subjective 
process and decided to reinterview any questionable 
candidates. 
A total of 60 people attended four public outreach 
meetings held throughout the county, 48 applied and were 
interviewed, 25 were accepted and three were chosen as 
alternates. Seven applications were held for the January 
class, 6 applicants were ineligible, primarily because they 
did not meet JTPA requirements, and 7 applicants were 
referred to other agencies. Much to our surprise, only 
seven of the participants had been G. E. employees. The 
others had diverse work experiences including a wallpaper 
craftsman, a caterer, an organic farmer, several carpenters, 
a therapist and two auto mechanics. Twelve of the 
participants were women and the average age of the class was 
37. The educational level ranged from non-graduates of high 
school to post college education. The average was two years 
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of post high school education. A seventh grade reading 
level was required for enrollment. 
Classes began September 20, 1989. Alan and I decided 
to ask for anonymous written feedback (Appendix D), halfway 
through and at the end of the twelve week period. We wanted 
the flexibility to adapt and change the program in response 
to class needs. We asked for critical comments and hoped 
that anonymity would encourage frankness. By the midpoint 
of the class, the overall response was good but I knew that 
my section was not going well; additionally, the marketing 
class was in trouble. Comments from the mid-class feedback 
sheets on my class included: 
Wish we could have been in groups with imaginary 
businesses closer to our own. 
I had a hard time getting through this class 
especially the mock businesses. 
I dislike working in the group because most of us 
have difficulty understanding the principles and often 
work counterproductively. 
Marketing Class comments: 
Seems very academic and information somewhat 
outdated 
too much "intellectual" theory 
very general 
boring 
not as practical as I would like 
looking for the meat 
General comments included dissatisfaction with 
latecomers and disruption caused by the monopolization of 
classes by a few participants. The overall response, 
however, was appreciative and positive. 
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I attempted to deal with the problems in my class by 
explaining the value of simulation and relating the lessons 
learned to individual businesses. Alan talked to the 
professor about making the material more relevant and we all 
tried to deal with the disruptions. Of the original 25 who 
entered the program 23 graduated and 14 started businesses 
immediately, seven found employment, one returned to school 
and one person moved out of the area. 
The final feedback forms provided comments that led to 
the first series of modifications: 
J was very "turned-off" by the disruptive behavior 
of several classmates. . . I was not alone in my 
frustration and indignation. . .We found the behavior 
not only insulting to our intelligence, but also 
terribly immature and childish. 
Keep attendance up!!. . some rules are worth 
inforcing (sic) when the whole class suffers 
People shouldn't need to eat during class. I 
think thats (sic) rediculous and discurtious (sic). Be 
tougher on this next time. 
Other comments included strong negative comments on the 
marketing class and dissatisfaction with the simulation 
exercise. On the positive side, the individual consulting 
and money management course were highly rated and several 
comments emerged which were to reappear over and over and 
have future implications for the direction of the program: 
J basically feel it's up to the participant what 
(sic) they get from a program like this. 
The most useful part of the course was the 
inspiration that one can do it! 
The most useful part of the course was the 
personal exchange with other participants. 
The most useful part of the course was my 
determination to make it-perseverance. 
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The most useful part of the course was the aspect 
of not spoonfeeding me. Making me work for it. 
A formal graduation was held after every class 
beginning in December of 1989. Public officials spoke at 
the ceremony which was held at a local hotel and 
certificates were awarded to the graduates. The purposes 
for this were many. Not only was it good publicity for the 
program, but it rewarded graduates for their hard work in 
putting a business plan together. It also gave them a 
concrete goal to work towards since a completed business 
plan was a prerequisite for graduation. 
Taking personal responsibility, increased confidence 
and the value of group support emerged as important elements 
in the first class. We did not, at that time, fully 
appreciate the impact of these issues. We focused on 
improving the curriculum. We decided that any future 
trainer/consultant in the program would have to have owned a 
business. The need for a practical approach that comes from 
personal experience was essential. 
A monitoring report by the funding agency, the 
Industrial Services Program (ISP) was completed in January, 
1990. This report expressed satisfaction with the program, 
noting particularly that the "project staff have been keen 
observers of their own program's performance and had already 
indicated changes they planned to make based on their 
observations". 
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By the spring of 1990 I had begun the exploration of 
the literature on entrepreneurship for a research course at 
North Adams State College. I was astounded at the scope of 
the literature and the energy of the debates. I became 
particularly interested in the dialogues on entrepreneurial 
characteristics. I thought that if there was clear research 
on what characteristics made the best entrepreneurs, we 
could improve the selection procedure as well as acquire a 
focus for further curriculum development. 
Curriculum Development 
After looking at the abundant literature on 
entrepreneurial behavior there seemed to be a few essential 
characteristics that were consistently found to be useful 
when in business. They were: inner control; being creative, 
flexible, and adaptable to changing conditions; and being 
able to take moderate risks (see the Literature Review). 
The next step involved looking for which skills could be 
taught and determining how to teach them. 
Research indicated that certain skills necessary for 
the entrepreneur could be taught. They included: 
responding positively to challenges and learning from 
mistakes, taking personal initiative, and having 
perseverance (Timmons, 1989); decision making, innovation 
and creativity (Drucker, 1985) ; divergent thinking (Vesper & 
McMullan, 1988); and inner control, planning and goal 
setting, reality perception, risk-taking and using feedback 
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(Scanlan & Flexman, 1981). The way that training is 
implemented was noted as important in several studies. 
Courses should be unstructured and pose problems which 
require novel solutions under conditions of ambiguity and 
risk which simulate conditions that students will find as 
entrepreneurs (Sexton & Bowman-Upton, 1988). Programs 
should include concrete experience, action and reflection 
(Ulrich & Cole, 1987; DeCarlo & Lyons, 1981). 
Entrepreneurial programs for adults from varying backgrounds 
should be individualized, problem centered and goal oriented 
(Weinrauch, 1984). With this body of knowledge in mind I 
took a new look at the curriculum. 
After many brainstorming sessions with Alan during and 
after the first class, and in response to issues raised in a 
focus group held shortly after graduation, we agreed to 
several changes. Alan decided to teach the money management 
class again and to coordinate a variety of speakers for the 
marketing segment. I decided to try the simulation again 
with emphasis on connecting the fictitious businesses with 
participants' businesses. I also decided to approach the 
subject of personal presentation skills. I knew that this 
was important for the selling task but I also felt that 
attention to this aspect might address some of the 
behavioral issues that had been problematic in the first 
class. I contacted Shakespeare & Co., a world renowned 
acting company in residence in the local area and discovered 
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that one of the principals from the troupe had worked with 
dislocated workers in the midwest on this topic. He used 
acting techniques to help non-actors improve their public 
speaking skills. This seemed perfect for our purposes and 
plans were made for inclusion of this into the curriculum. 
Alan and I began discussing methodology issues. Alan was as 
intrigued by my findings from the literature as I was. 
Since we wanted to incorporate information from the 
literature, we began to think about ways to break down the 
teacher-student stereotype to encourage initiative and 
personal responsibility. We called ourselves "instructors 
and consultants" and began using the term "participants" 
instead of students. We placed more emphasis on individual 
responsibility by changing to a seminar format which 
centered on dialogue with the participants. This was 
accomplished by focusing on their businesses as examples for 
discussion. The classroom was changed from rows of desks to 
a circle. We created a 30 minute break, with refreshments, 
between topics to allow for more group interaction. I 
developed a more critical perspective of our method of 
teaching and began checking continually with participants 
about their impressions and responses to the curriculum. I 
was particularly listening for common themes. In the first 
class, disruptions were noted in the feedback by many and 
the informal atmosphere seemed to be a concern. I addressed 
this by being more conscious of side conversations in class 
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and stopping them. Although I did not know it at the time, 
I was developing a research methodology based on a 
participatory/action research design. 
Class 2-Februarv. 1990 
Recruitment for the second class began in January, 1990 
with classes scheduled to begin at the end of February. 
This time we again had more applicants than slots and we had 
to reject 23 people. The spring, 1990 class consisted of 27 
people, including three couples, 15 men and 12 women. The 
average age was 38 and the average educational level was 
again, two years of post high school. Employment background 
was varied, with several having left G. E. and others having 
been retailers, chefs, mechanics and carpenters. 
By the end of the twelve weeks, four people had dropped 
out, two to start a business, one to get a job. The other 
person dropped out because his relationship with another 
participant ended. Of the 23 who graduated, 20 started 
businesses within six months (the highest start up rate we 
achieved in the seven years covered by this case study). 
The three other people found employment. 
The final feedback forms were completed in class in 
May, 1990. Again, the overall response was very positive. 
One element emerging from the feedback and our observations 
with increasing clarity was the personal aspect of the 
experience noted as important by the participants: 
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The program was perfectly suited to my needs. I 
have developed understanding and confidence to go ■ 
forward. I also appreciate the networking now 
possible with my classmates. 
The course has given me the network-my class, the 
city-a confidence. Its for you to know that you are 
giving us a win-win outlook. 
(The business plan) has helped build my 
confidence. 
Personal presentation and stress management were a 
great help to me personally and it gave me more 
confidence in my business. 
I especially enjoyed the atmosphere - it made the 
learning experience "fun". 
Class was the best thing that has happened to me 
in a long time. Shakespeare and Company class most 
useful. 
It was the first class where I actually felt 
changed when I left. 
The program showed me how to do these things for 
myself. I definitely got what I wanted, and a whole 
lot more, including confidence. I've never been so 
involved and happy and busy, and at the same time, I've 
never felt so much pressure. You've opened a new world 
to me and let me (no, pushed me) to see that I can do 
it. 
(The course) left me better equipped, business- 
minded, capable and confident than before. 
It was a lot more benifical (sic) being involved 
with othe(r) people going throw (sic) what I was going 
throw (sic) then (sic) I thought it would be. 
There was, however, negative feedback again to the 
simulation method: 
Try to work more on our own business plans 
throughout the course instead of fictitious businesses 
it makes it confusing 
Groups should share info and work on their own 
businesses, not imaginary businesses 
More time spent on individual's business 
Too much time on fictitious businesses 
Need more time on our own businesses 
Make the in-class business work on one of the 
actual businesses 
Would like to see the fictitious business project 
eliminated in favor of groups working on each other's 
businesses 
I thought at first that the separate group 
businesses were a waste of time because we all wanted 
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to work on our own plans. But they taught us a lot of 
different perspectives 
Maybe a good change would be to concentrate on 
each other's business plans in small groups 
It seemed that a drastic change in my course was 
needed. I was very enthusiastic about the concept of 
focusing attention on personal skill development and decided 
to acquire a program that had been reported in the 
entrepreneurship literature (Scanlan & Flexman, 1981). I 
received the curriculum and it seemed perfect. Each class 
was laid out as a separate unit. There was a clear emphasis 
on inner control, goal setting, creativity and human 
relations. The classes were interactive with many exercises 
that required action and reflection. Some of the issues, 
(e.g., goal setting and human relations) might make people 
uncomfortable, I thought, but it is uncomfortable to be in 
business and learning to cope with new ideas and doing some 
self-exploration might provide some useful experiences. I 
talked it over with Alan and we decided to try it. In the 
meantime, we had received funding for the 1990-91 fiscal 
year with an increase to $152,047. Added to the budget was 
the provision for another part time instructor to teach 
money management. 
The funding only covered the training portion of the 
program and we knew that being available to provide services 
for participants was extremely important, particularly as 
they began starting their businesses. We created an alumni 
group, organized by graduates but facilitated by the staff. 
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They met on a monthly basis at our offices. During the 
summer of 1990 three meetings were held and we provided a 
speaker on various topics. Of the fifty graduates, ten to 
fifteen attended these meetings. Alan wrote and mailed a 
newsletter to keep in touch with graduates and we made 
ourselves available for consulting with any graduate. 
In August, 1990, we moved to another donated site in an 
old, abandoned G. E. laboratory. While the classroom was 
smaller, the atmosphere was much improved. Although the 
carpeting and drapes were old, the rooms were pleasant and 
comfortable. Access to the building, however, was through a 
locked guard house and past a barbed wire, chain link fence. 
It was necessary to buzz a central location to have the gate 
opened. This created a formidable approach to the otherwise 
acceptable accommodations. 
In August we hired a part-time, instructor/consultant 
to teach money management. Her background was as varied as 
ours, having run a business in Alaska and built a house by 
herself. She had recently been the financial manager for a 
large spiritual center and was establishing a new business 
in Berkshire County. She seemed well suited to our fluid, 
flexible style of teaching and had done some work on 
personal growth training. We all looked forward to start of 
the new class. 
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Class 3-September. 1990 
Outreach meetings began in August and we had the 
largest number of applicants to date. We accepted 30 of the 
47 who applied. Once again, the demographic breakdown was 
similar to the previous two classes. The average age was 37 
and the educational level was two years of post high school. 
Two thirds of the class were male. Carpenters, computer 
programmers and technicians, secretaries and mill workers 
were the preponderant occupations of this class. 
In the fall of 1990 I implemented the new, personal 
skills curriculum in my class. I felt uneasy with the 
material because of its personal nature, so I modified it 
somewhat. By midway through the course, most of the 
comments were positive. A few people found the money 
management section "dry". Only a few had negative comments 
on my class: 
I felt more time should be spent on business plan 
more than decision making mechanics, theory. 
More emphasis on successful people's attitudes. 
Two comments were notable: 
Vicky has the toughest job. Preparing us mentally 
for a career "Being Self-Employed"-not a fun class-but 
very necessary and well done. 
Success from the program has to come from me- 
didn't realize that I am responsible for searching and 
providing answers with support from BE (Berkshire 
Enterprises). 
It was becoming clearer, through the feedback and one- 
on-one consulting that personal issues, particularly self 
confidence, continued to be the emergent element. Whatever 
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the curriculum, people seemed to struggle with the necessity 
of taking responsibility for creating their own futures. 
At the end of the twelve weeks, four of the thirty 
people had dropped out, two to get jobs. We lost contact 
with the other two. Fourteen graduates started businesses, 
eight got jobs, three returned to school and one person did 
not do anything within six months of graduating. 
The response in the final feedback again was that the 
subject matter of my section was not relevant. This time, 
at least, some students were positive, but, overall, I was 
not satisfied with the outcome. I felt the subject matter 
was right but maybe it was not presented in the right way. 
Sample responses from the final feedback forms were: 
Small group exercises about making up a fictitious 
entertainment business I felt was a waste of time that 
should have been spent on the class businesses. 
Working on planning, goal setting, etc. was very 
helpful. 
Important resource wasted on fictitious case 
histories taken from some book. Couldn't the same 
entrepreneurial skills be taught using the actual 
businesses presently being considered by the class? 
I would have liked to have this theory applied to 
my individual business. It is great to do case 
studies from a test book, but I think the class would 
get a lot more from the exercise if it was on a more 
personal level. I talked with some of the other people 
from the 3rd class and they felt the same. I think the 
personal development is good and should not be changed. 
After being laid off, ego rebuilding is a first step 
and I think it has been addressed in your course. Stay 
away from too much theory. It gets old real fast, if I 
can't apply it to my business or that of my fellow 
classmates If we are not here to help each other, then 
we might as well stay on our unemployment and feel 
sorry for ourselves. If we stick together and use 
each other as a moral support network we could all make 
our businesses work. 
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The energy and support of the class is very 
helpful. 
Most useful - group activities - I received a lot 
of support, confidence, etc. from these sessions it 
might work well for using real examples rather than 
outdated case studies. 
Too much time spent on touchy feely, not enough 
spent on developing a business plan - need more 
concrete info, instead of entrepreneur skills. 
Business plan-very good keeps you looking within 
yourself for answers. 
Results mostly depended on my own initiative. 
The importance of the group support continued to emerge 
as a consistent element from the feedback. After 12 weeks 
of twenty hour per week classes, the 25 to 30 people formed 
a strong bond. The support for each other seemed to be a 
factor in increasing confidence and self-esteem which in 
turn contributed to the attitudes necessary to start a 
business. 
The ISP monitoring report of February 20, 1991 
commended Berkshire Enterprises as an "excellent model for 
entrepreneurial training" and noted "one aspect of the 
project that is particularly commendable is that program 
staff continuously examine their teaching techniques and the 
program design, and make changes and improvements based on 
their evaluation. This results in a dynamic program that is 
continuously being adjusted to meet students’ needs". 
Class 4-Februarv. 1991 
In January, 1991 Berkshire Enterprises was awarded a 
demonstration grant from the Department of Employment and 
Training to train an additional group of people in the 
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evening. These people could be employed. We were 
enthusiastic about this prospect since we would be working 
with people who were in better financial position to start a 
business. It also enabled us to hire additional staff. We 
hired two people to teach in the evening and a new marketing 
instructor for the daytime program, in addition to the 
financial management teacher hired in the fall. One of the 
teachers hired for the evening program was Steve Fogel who 
had recently moved to the area. His unusual background 
included a degree in early childhood education, an MBA from 
M.I.T. and experience running his own business in Boston. 
His enthusiasm for helping people become small business 
owners was quickly apparent and in 1994 he moved into a full 
time position. 
During this period of time, I had moved my business to 
a new location which had not turned out as successfully as I 
had hoped. In addition, the entrepreneurial training 
program had completely captured my interest. I discussed 
the situation with Alan and he was enthusiastic about hiring 
me full time. I decided to close the business, which I did 
in April, 1991, after starting full time employment in 
January, 1991. The evening program met for three, three 
hour evening sessions. It was a slightly condensed version 
of the daytime program. Alan and I taught in both programs. 
The financial management instructor had become an integral 
member of our team and was enjoying the interactive, fluid 
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atmosphere. She suggested that we utilize her expertise as 
a certified Myers-Briggs trainer and incorporate the well 
established learning style inventory workshop into the 
curriculum. She felt that it would help us to understand 
the participants better and would provide them with valuable 
information about themselves. We decided to try it. 
Outreach began in January, 1991. Over 90 people 
applied to the program and 23 were accepted into the evening 
program, eleven women and twelve men. There were two 
couples in this program, the average age was 41 and the 
educational level was three years post high school, both 
slightly higher than previous classes. The daytime program 
accepted 30 people, 17 men and 13 women, the average age was 
39 and the educational level was two years post high school. 
Previous occupations included construction workers, artists 
and a recently graduated architect. 
I decided to try the personal issues curriculum one 
more time in the hopes that as my comfort level increased, 
the course would improve. In the spring of 1991 I took a 
course on research in teaching and learning. I was to do a 
project and report on the outcome. In the meantime, I had 
acquired some simulation exercises on decision making, goal 
setting and strategic planning from my father who used them 
in management consulting. I decided to use these exercises 
in both the day and evening sessions as cooperative learning 
tools in addition to the personal skills curriculum in the 
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hopes that the advantages of cooperative learning for 
children would apply to adults. I set up the simulations as 
three-and-a-half hour sessions and selected groups to work 
together. The simulations utilized concrete techniques for 
improving skills. I tried out the simulations on a staff 
member who found them interesting and useful. The first 
week went well. By the second and especially the third, 
there was definite grumbling and one group from the day 
program mutinied and refused to finish the simulation 
exercise. Although I was distressed at this turn of events, 
I decided to continue the simulation exercises. 
The Spring, 1991 classes graduated in May with 20 
finishing the evening program and 21 finishing the day 
program. Of those dropping out, most left to take 
employment, one person became ill and two people moved out 
of the area. Sixteen people from the day program started 
business as did 13 from the evening program. 
The final feedback responses were similar to previous 
classes and were predominately positive, including a very 
enthusiastic response to the Myers-Briggs workshop. There 
was, however, a strong negative response to the simulations: 
The staff and group comraderie of the program were 
n excellent source of support. Exercises [simulations} 
were beyond the capacity of the class as a whole and 
not as applicable to service businesses. 
Business games [simulations] we did in groups-too 
many-went on forever (gave me a headache)- feel that 
support of peers is needed for continued well being. 
Vicky spent too much time on those games, felt she had 
a lot to give but her time was often wasted. 
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Too many simulation exercises, networking and 
support helpful 
Many of the problems in the "problem solving" 
sessions [simulations] seemed to be big corporation 
problems-input was good but we felt somewhat 
uncomfortable. I'll need support, guidance and I have 
made good friends. I liked the friendly, family 
atmosphere. Everyone really cares how we do.-we had 
fun with our learning 
Felt class [simulations] was a waste of time-felt 
frustrated. 
Most useful part-sense of accomplishment. 
Most useful part-instant results, self-confidence, 
etc. 
Need to know how the exercise [simulations] 
relates to our business plans. 
I feel that I have acquired enough knowledge to 
proceed in my endeavors with much more confidence, 
mixed feelings about material on decision-making, 
problem solving, etc.[simulations]. I think it was 
too difficult for some and unnecessary for those who 
have had a lot of management experience, less time 
spent on business skills-more feedback 
The enthusiasm I gained from the program will help 
me face new business in bad economic times. 
Suggestion-not so much group work. 
There seemed to be a lot of time spent working 
groups [simulations] that really didn't help anyone's 
business that could be spent more productively. 
Relevance seemed the emergent theme, not the personal 
nature of the material. The participants did not make the 
connections between the simulations and their own 
situations. I found this difficult to understand initially. 
During this time I had been doing a review of the literature 
for the course I was taking at North Adams State College 
which took me to the fields of adult learning and adult 
development and I began to see where I had made some 
fundamental mistakes. I had neglected to address the needs 
of the adult learner. 
Curriculum Development 
An often cited work on adult learning is The Adult 
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Learner; A Neglected Species by Malcolm Knowles first 
published in 1973 (Knowles, 1990). Knowles established the 
need for a separate study of adult learning which he called 
andragogy. The key to understanding adult learning is that 
adults need to be in self-directed activity with attention 
paid to the experience that they bring with them. 
Experiential learning is crucial. A problem centered 
orientation with immediate applications in an atmosphere of 
informality increases motivation. Knox (1977) emphasized 
that adults pursue learning from a self-directed approach as 
do Tough (1971), Draves (1984) and Goad (1982). Knox 
stressed the need for connections to be made between 
organized knowledge and personal experiences. He and Davis 
(1978) pointed out that the environment should be physically 
comfortable for adult learners. Part of creating self- 
directed learning is to allow students to pace the material 
to meet their own needs since time limits and pressures can 
reduce learning. Knox (1977) also mentioned that the 
tendency for adults to be intensely concerned with accuracy 
can block innovation and flexibility. Adults learn 
effectively when the structure is clear and the explanation 
of concepts progresses from the easy to the difficult (Knox, 
1977). Brookfield (1986) expanded on these conditions for 
adult learning to add the need for flexibility. He 
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mentioned the work of Paulo Freire with indigenous people as 
providing a pedagogical rationale for allowing adult groups 
to change direction and diverge from particular paths set 
out for them to meet current needs. Order and sequence are 
not always beneficial. Brookfield stated that a wide range 
of alternative models for program development be available 
to the practitioner in adult education. As part of this 
flexibility the role of teacher becomes collaborative 
facilitator with the process involving roles assumed by 
different members of the group and renegotiation of 
priorities and activities. Another perspective in the 
literature that gave further insight into my work was that 
of adult development. Adults have different needs at 
different points in their lives and the educational 
structure may need to be adapted to meet these needs. 
Westmeyer (1988) suggested three stages in people over 
age 24: 
1) "Older college-age learners (beyond age 24 but 
under 40)" who are primarily looking for new job skills and 
have strong ties outside of the educational environment. 
2) "Middle-ages learners" (40 to retirement) who may 
be fearful and hesitant about learning but are restless and 
need change and come with rich backgrounds and are less 
concerned with grades and peer approval and more with 
relevance. 
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3) "Retirement-age learners" are more self-confident, 
more interested in the instructor or in the content than in 
relevance, have a very broad background and are better at 
problem solving than memory learning. 
Weathersby and Tarule (1980) discussed the various 
theories of development including life-cycle stages, and the 
stages of ego, moral and ethical, and intellectual 
development. They called for education to be responsive to 
the diversity of students by identifying the groups to be 
served, assessing their needs and goals, and setting up 
educational goals and delivery systems to meet these goals. 
One of the conclusions was that this is easier to accomplish 
in nontraditional or non-school programs. Program staff 
should relate to competent, self-directed learners and at 
the same time to students with less resources. 
A research study of adult learners (Andrews, Houston & 
Bryant, 1981) found that adults like to have the educator 
provide structure while they engage in study for themselves. 
Adults want time used effectively, they want accuracy and to 
feel that they have mastery of the content. In an epilogue 
to the study, Bryant issued a call for research on the 
"dynamic and interactive processes that are the essence of 
learning" (p.lll). In this kind of research the changes 
would be captured as they occurred in the instruction. The 
research, then is "imbedded" in the program and relies on 
participant researchers. This would enable research to 
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consider other variables like out-of-class learning, 
unintended outcomes, instructor perceptions, dynamics, 
individual learners and the characteristics of adults. 
These observations were compatible with findings in this 
study. 
Self-motivation and especially empowerment were seen as 
the goals of adult education and training programs in many 
reports (Beck, 1990; Fellenz & Conti, 1989; Knott, 1987; 
Rogers, 1987; Stanage, 1987). These issues were of special 
concern in dealing with training for the unemployed as they 
relate directly to issues of self-esteem. This path of 
inquiry led me to research on the unemployed. 
Carey (undated) included in her report on the stages of 
unemployment various emotional states that are experienced 
over time. Fragile self-esteem was a factor in one of the 
stages. This was of special concern in an entrepreneurial 
training program because self-esteem provides the foundation 
for entrepreneurial behavior development. Self-esteem 
issues were of primary concern in a number of studies of the 
unemployed (Amundson & Borgen, 1987; Davies, 1985; 
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Mallinckrodt & Fretz, 1988; Steinweg, 1990). Dealing with 
these issues, it was noted, should be the concern of 
educators rather than helping the unemployed with retraining 
or getting a job (Tapp, 1988). 
Unemployed people who wish to become self-employed may 
have different orientations than others who wish to become 
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entrepreneurs. They may look upon self-employment as a last 
resort, they may have limited resources and they may lack 
the drive and feelings of inner control that motivates 
others (Balkin, 1990). The unemployed are perceived by 
society as "second class citizens" and this can affect their 
self perception (Kelvin & Jarrett, 1985). The Firmstart 
Project report (U. S. Department of Labor, 1989) cautioned 
operators of self-employment programs to deal with "their 
clients' anger at their situation, their distrust of 
government programs, and shame about being unemployed" (p. 
33). Other issues for the dislocated worker are that the 
structure of the job situation and contact with others has 
been eliminated from their life. The impact of the loss of 
this basic human need can lead to psychological deprivation 
(Jahoda, 1982). 
Working with the unemployed presents special challenges 
for trainers. Often retraining involves "unlearning old 
behaviors and skills" (Watkins, 1990, p. 430) that may be 
difficult when coupled with the traumatic loss of a job. 
McKnight (1991) mentioned the need to allow participants in 
training programs to work through their feelings of grief 
and hostility by "ventilating" (p. 72). Valuing the 
participants whenever possible is important as is helping 
them to take control and take action for the future. 
Feedback from the participants and my observations were 
confirmed by the findings in the adult learning literature 
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and the identified issues in information about the 
unemployed. At the inception of the program these issues 
were not, at first, apparent. Attending to them became a 
cornerstone of the curriculum as the program evolved. 
One report indicated that we were not alone in 
struggling with entrepreneurial training issues. An 
entrepreneurial program in Chester, Pennsylvania. 
(Turnbull, Bender, Payne, Meli & Russell, 1989) found that 
"the factors that shaped the success of this project were 
not those that were incorporated into the original design" 
(p. 31). The participants needed more group sharing and 
interaction and required more coaching and self development 
work. Personal skill development was important. Success in 
this program was attributed to the strong support group that 
developed and the sensitivity of the instructors to allow 
"optimum value to be received from the street-wise knowledge 
of the individual participants" (p. 31). Of particular 
interest to this study is the conclusion. "One of the 
problems with many training classes and programs which 
provide developmental funding in depressed areas is the wall 
or barrier which is placed between those coordinating and 
participating in the program and those that are attending 
the classes" (p. 31). This report confirmed the experiences 
of the staff at Berkshire Enterprises. 
The new research that I had done led me to reflect on 
the curriculum as it had been presented and experienced by 
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the participants from my observations, informal interviews 
and written feedback responses. It was clear to me that 
dealing with personal skills was not enough. The 
participants did not feel that the material was relevant and 
they did not have control over their own learning. My 
feeling had been that the discomfort over the personal 
nature of the material had led to the dissatisfaction. Now 
I saw that it was a need for relevance that caused the 
resistance. This was essential, especially since most were 
anxious to get started on their own businesses. I also was 
not using the rich backgrounds that they brought to the 
program. Another problem centered around unclear 
expectations. The participants seemed to want a "blueprint" 
for making their businesses work. Helping them understand 
that there was no blueprint and that each situation was 
unique and required unique approaches was difficult to 
communicate. The need for the participants to accept 
personal responsibility for their work was a concept that 
they struggled with. 
It was also apparent that there was a very strong group 
affiliation that developed throughout the twelve weeks and 
that peer relationships and peer pressure were a strong 
component of the program. It seemed important to foster 
this development. The Myers-Briggs learning style inventory 
was well received as a vehicle for helping people understand 
themselves and their interactions with others. We decided 
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to use it again. A revision of the curriculum that 
reflected my findings from the adult learning and 
development literature and the unemployment literature was 
required. 
Survey-1991 
A curriculum content survey was mailed in May, 1991 to 
82 graduates. The 38 responses are included in Appendix A. 
The overall response to the program curriculum was strongly 
positive and also indicated that participants learned from 
other students in the class and enjoyed group work. They 
preferred to work independently on their business plan, 
however, and felt that obstacles were challenges not road 
blocks. The respondents indicated that they carefully 
considered the consequences of their actions and more than 
half kept in regular contact with others from the class. 
This survey confirmed that while the group activities were 
important to the participants, they also enjoyed independent 
work. They also were determined and confident in their 
abilities to make things happen for themselves. 
Class 5-September. 1991 
Berkshire Enterprises applied for and received a third 
grant for funding for the 1991-1992 fiscal year in the 
amount of $160,000 and in the fall of 1991 we began the 
fifth class for budding entrepreneurs. I totally revised my 
section of the curriculum in response to the findings in the 
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literature, participant feedback and my reflections. I 
decided to focus on "action steps" which were included in 
the textbook Small Business. An Entrepreneur’s Plan (Ryan, 
Eckert & Ray, 1990). Each participant was assigned a 
relevant outside activity from the text that they researched 
and presented to the rest of the class. The format was 
group discussion and I made short, informal presentations on 
relevant topics. This provided the participants with an 
opportunity to work on their own business, shifted the 
responsibility to them and encouraged more group 
interaction. A decision was made to create a formal 
structure of classes with a syllabus for the entire program, 
including deadlines, and then to allow more flexibility 
within this clearly defined structure. Study groups were 
incorporated into the required attendance time to formalize 
and plan for the interactions that were naturally occurring 
and to respond to previous feedback that there was not 
enough time to focus on each of their own businesses. A 
piece that had been done on a trial basis but was formalized 
was the assignment of one-on-one consultations with one 
staff person who was the guide through the issues that were 
particular to each participant's business. All of these 
strategies were intended to encourage self-esteem building 
by providing support for the accomplishment of difficult 
tasks within a flexible but structured process that 
acknowledged individual needs and group interaction. Thus, 
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the development of entrepreneurial behaviors became part of 
the "implicit" curriculum (how it was taught) within the 
"explicit" curriculum (what was taught). It had taken me a 
long time to understand the importance of the "how to teach" 
part of education. 
Alan was anxious to teach marketing again and Steve 
Fogel, the evening money management teacher was hired to 
teach that course in the daytime. The person who had taught 
the daytime money management course left to start her own 
business but she agreed to continue to offer the Myers- 
Briggs workshop and we decided to have her add workshops on 
goal setting and attitudes towards money. Since the Myers- 
Briggs workshop had been so well received, it seemed that a 
short term, intensive approach might be a more effective way 
to approach some of the behavioral subjects. 
In September of 1991, four outreach meetings were held 
and 90 people attended. Applications were received from 53 
people and 31 were accepted. Of these 19 were men and 12 
were women. The average age was 43, slightly older than 
previous classes and the educational level was slightly 
higher than other classes at three years post high school. 
Of the six who left before completion, one woman moved, one 
man started a business, three men got jobs and we lost track 
of the other two men. Of the 25 who graduated, 16 started 
businesses. 
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This time the responses to my section were 
overwhelmingly positive. Alan and Steve received positive 
responses too. Almost all the aspects of the program seemed 
to have finally come together. The only negatives were a 
few for the Myers-Briggs workshop and several on the goal 
setting workshop. A sampling of the responses at the end of 
the program: 
The most useful part of the program was getting 
everyone involved whether it be through check-up 
questions or individual investigations-there were no 
slackers! 
I got more out of this course-I found out I had 
the answers-but you provided the tools to make it easy. 
Business planning excellent-action steps very 
helpful. 
Due to the great support of class and staff we 
will be in business much sooner than.expected. 
I learned things which not only apply to business 
but life in general. Regardless of the success or lack 
thereof in business the program was a success. 
Found out I have more going for me than I 
realized. 
A great course which, no matter what I do, will 
benefit me. It has also given me many new ideas of 
what I can do. 
After two years, five classes, 166 participants and 
much trial and error, we had found the right balance of 
structure and ambiguity, encouragement and hard nosed 
realism and we had learned to listen to the participants. 
From that class through ten more to the Spring of 1996, the 
basic curriculum remained unchanged. The funder, the 
Massachusetts Industrial Services Program, used our 
curriculum to begin two other programs in eastern 
Massachusetts. 
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Telephone Survev-1992 
In the summer of 1992 a telephone survey (Appendix B) 
was conducted of 63 participants from the fall of 1989 
through the fall of 1991 who were in business at that time. 
Ten of the respondents were couples so the total number of 
businesses was actually 58. The results from that survey 
indicated that 43 of the 58 businesses expected a total of 
$3,525,345 in gross sales for 1991. Of these, 31 reported 
that they expected to be able to take an average personal 
income of approximately $17,000 from their businesses. One 
other person reported that the business was supporting him 
but did not specify an amount. Of the 11 others who did not 
respond to the question, four were not in business and the 
other seven reported no sales. Respondents reported 36 full 
time employees in 12 businesses (five of these having 15 
additional part-time employees); four reported six part-time 
employees only and three reported 9 seasonal employees. A 
total of 66 new full, part-time or seasonal jobs added to 
the economy (in addition to the owners) from 17 businesses. 
Networking, learning cashflow and confidence were noted most 
often as the most useful things they learned from the 
program. 
Training Program-1992-1996 
In the Spring of 1992, I finished my Master's Program, 
using the training program as the basis for my thesis. I 
then applied for and was accepted into the doctoral program 
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at The University of Massachusetts, Amherst and began 
collecting data for this study. 
Berkshire Enterprises received an increase in funding 
to $170,000 for the 1992-1993 fiscal year primarily due to a 
change in status for Steve from contracted services to part 
time employment. In the fall of 1992, we received 
additional funding from the Department of Defense to pilot a 
new model for laid off workers (the funding was due to 
Defense Department downsizing). We created an intensive, 
short training program with substantial one-on-one 
consulting. The ten graduates of that program are not 
included in the data for this study because of the different 
funding source, different criteria and different curriculum. 
The program had an 83% start-up rate but no further funding 
ensued. 
Three new instructors were hired for this project. One 
of them, David Roche, had previously been a banker and real 
estate developer. What began as a part-time, temporary 
engagement, grew into a full time position as his interest 
and enthusiasm was sparked by the challenges of teaching 
small business ownership. 
We received a two year grant in 1993 to work with the 
City of Pittsfield and a community group to train low income 
and minority people from two targeted neighborhoods in 
Pittsfield in small business development. Since we were 
only involved as trainers, the curriculum and program 
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emphasis were different than our daytime program. The 39 
people from that program are not included in this study. 
There was a 50% start up rate although there were 
organizational problems among the collaborators. It is a 
subject for future study. 
Funding for the 1993-1994 fiscal year was increased to 
$226,297. This increase was due to the inclusion of a 
program to assist 20 additional dislocated workers in a 
pilot program based upon the successful short training 
program conducted in the spring of 1992. There were 12 
participants in that course, 10 of whom started businesses. 
Once again, the curriculum and eligibility requirements were 
different and they are not included in this study. 
In January, 1994 the Industrial Services Program had 
budgetary problems which resulted in a decrease in our 
funding. We applied for and received a grant to work with 
older (over 55), low income people that enabled us to 
maintain staff. We accepted 10 unemployed people with the 
remaining JTPA funding and 10 seniors and combined them into 
the day program. The 10 seniors are not included in the 
data for this study due to differences in eligibility 
requirements, but the 10 JTPA III participants are included. 
There were, under tragic circumstances, staff changes. 
Alan was killed in a car accident in May, 1994. This was a 
difficult personal and professional loss for me. Alan and I 
had worked closely together for almost five years. His 
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flexibility, positive attitude and support had encouraged my 
creativity and fostered an entrepreneurial attitude among 
the entire staff. David, Steve and I were able to pull 
together and continue the program and eventually to overcome 
the void that Alan's death had left. 
The funding for 1994-1995 included the operation of 
three funding cycles per year to assist 87 people. The 
grant was approved in the amount of $227,000. In this 
budget there was the addition of rent for the first time. 
Previously we had occupied space donated by General Electric 
in old facilities. With the continued downsizing, General 
Electric closed most of the buildings and that, coupled with 
our own desire to have more physically appealing space, led 
to the move to a downtown Pittsfield location. 
Since the Spring, 1995 class had graduated in late May, 
the proposal for 1995-1996 included ongoing support for 38 
people from that program and the operation of two classes 
for an additional 58 people. Funding was approved in the 
amount of $263,220. The two classes, Fall, 1995 and Spring, 
1996 are the final ones included in this study. The program 
was refunded for 1996-1997 for $264,000. 
Participants-1992-1996 
The curriculum remained basically unchanged from 1992- 
1996. Journal writing was added in 1992. This was in 
response to participant comments that a class on writing 
would help and also served as a method of communication for 
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those who had difficulty speaking in class. This proved to 
be a very well received addition to the curriculum. Also, 
in response to participant feedback, the schedule was 
changed to a longer, three day week to provide time for 
outside research. Focus groups were added in 1994 to 
provide reinforcement and group support. 
The participants, on average, have increased in age 
slightly and the classes have a slightly higher percentage 
of women. The average educational level of two years post 
high school has remained the same, as has the number of 
business starts. Compiled data for all classes funded by 
federal JTPA Title III is included in Table 1. 
The increase in women participants is due, not only to 
the increasing number of women, overall, who are starting 
businesses (Pinson & Jinnett, 1992) but, in Berkshire 
County, the era of lay-offs from the manufacturing sector 
has declined since 1989 (Workforce Development Blueprint, 
1993). Although there continues to be demand, applicants 
for the program have declined and an increasing number are 
from human service fields that traditionally employ more 
women. 
Feedback from the participants was overwhelmingly 
positive. The combination of technical material and the 
focus on business plan development, along with strategies to 
encourage entrepreneurial skills, continued to be 
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successful. Increased self-esteem and confidence were noted 
by participants as an outcome of the program. 
It is a long time since adults were in class and 
we need the discipline you gave with assignments. 5/92 
I have the confidence to forge ahead. 5/92 
I expected to be shown how to ...plan a business. 
Instead I was forced to figure it out on my own. 12/92 
The program has given me direction. 5/93 
A process was created for growth, for focus, for 
inspiration and creation. 5/93 
There is a great balance of business-personal 
guidance and interaction. 5/93 
The business plan helped me focus. 12/94 
Love the personal connections established in our 
group. 3/95 
The program has given me a lot of information and 
the courage to start my business. 5/95 
This course was the perfect thing for me at this 
time in my life. 5/95 
I realize now that you are not going to answer the 
"to be..." question. You have provided me with the 
tools- information, resources, instruction, guidance, 
direction, support-which will HELP me make an informed 
decision! 12/95 
Survey-1996 
In late July, 1996 a survey (Appendix C) was mailed to 
305 people who graduated from Berkshire Enterprises. The 
mailing list included only those for whom there were current 
addresses. Responses were received from 93 (31%). Of these 
69 (74%) reported being in business but only 41 divulged 
their gross sales figures for 1995, some of this 
attributable to the fact that 38 respondents graduated in 
1995 or 1996 and their businesses were either not started or 
not generating cash by the end of 1995. Of those reporting 
revenues the total amount was $1,888,278 or $46,000 per 
business. However, the range varied substantially from a 
low of $31 to a high of $600,000. There were 19 businesses 
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reporting over $20,000 and five reporting between $10,000 
and $20,000. The balance reported $8,000 or less including 
six that were under $1,000. 
The responses to the four open ended questions provide 
additional support for this study, particularly the 
responses to the impact of the training program. Of the 89 
who answered this section, 42 mentioned the staff, sometimes 
by name. The comments were very positive using words such 
as: supportive, friendly, dedicated and honest. In response 
to the impact question, 36 mentioned a positive impact on 
person growth, using words such as: increased self- 
confidence; sense of accomplishment; new focus; and changed 
my life. Group support and networking were mentioned by 34 
of the respondents with comments such as: goodwill and 
trust; sharing of ideas; and supportive atmosphere. The 
other responses concerned the value of the course content 
including: cash flow; business planning and marketing 
information. 
An interesting note was that 19 of the 93 respondents 
also responded to the telephone survey in 1992. Of these, 
12 were still in business, five on a part-time basis. All 
the others were working and two reported plans for new 
businesses in the near future. Their responses to the 
questions about the impact of Berkshire Enterprises were 
similar to their remarks four years previously, particularly 
commenting on the increased confidence, sense of 
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accomplishment, supportive environment and acquisition of 
new technical skills, particularly with computers. 
The August, 1996 survey, along with the 1992 survey 
confirmed the feedback from class participants, staff and my 
observations. While the business information provided the 
technical skills for starting a business, the whole 
experience had a long lasting impact on participants by 
helping them cope with the crisis of unemployment by 
building their self-confidence in a supportive, challenging 
training experience. The story of one participant 
exemplifies the entrepreneurial journey. 
Sheila's Story 
Sheila (not her real name) was in the first class in 
September, 1989. She seemed like the perfect candidate for 
the entrepreneurial training program. She had been laid off 
when a larger company bought out the local company and then 
closed down the mail order division where she was working. 
She wanted to start her own mail order company using the 
mailing list and some products from the previous catalog. 
She would have to buy the mailing list and a computer system 
but she had already begun negotiations with the take-over 
company. 
Sheila was in her mid-forties; her children were grown. 
She owned her own home and her husband was working for a 
large corporation. Sheila had worked for the company in the 
mail order department for nine years. She had actually 
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helped organize the original mail order part of the 
business. She felt she knew the business well and that it 
was still viable but that the larger take-over company 
wanted a larger profit margin and so did not continue the 
business. She felt that there was enough money to be made 
for herself and a small staff. Several of the other key 
people in the business had also been laid off and were 
willing to help her get the business off the ground in 
exchange for promises of jobs. Sheila was committed to 
staying in the area and wanted to start the business in 
order to do this and to provide a good retirement income. 
It was a large undertaking, however, and she knew she would 
be risking her entire life's savings. 
In response to the questions in the initial 
application, Sheila revealed that she did come from a family 
that had owned a business. She described herself as a 
happy, ambitious, energetic person who liked people and 
liked solving problems. Besides starting her business, her 
goals were to rehire laid-off people, get her family 
involved in her business, pay some bills and, particularly- 
"Be happy!!!". She had finished two years of college at the 
local community college, stayed home to raise her children 
and then found an office job with the local company that 
evolved into her mail order job. 
In appearance, Sheila was unassuming. She spoke in 
quiet tones, was polite, even deferential, to the other 
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participants. Yet, in the initial interview, Sheila was 
angry. Her anger bubbled under the surface and popped out 
whenever she talked about the take-over company. She felt 
that they had misled the staff and made promises that they 
did not keep. She was angry that they were folding a 
perfectly viable business and letting down a lot of loyal 
customers. When she spoke about these things, her eyes 
flashed, her face got red and her voice became strained with 
tension. She seemed unaccustomed to expressing her anger. 
The anger seemed to come from a deep sense of injustice and 
incomprehension at the stupidity of the take-over company. 
Her anger was accompanied by a fierce determination and an 
"I'll show them" attitude. From all that I had read, she 
had many of the qualities that would make her successful. 
She was determined to make a business work. She had 
collateral to invest and a supportive family. She had 
experience in the field but most of all she really believed 
that she could do it; she could make things happen! Her 
anger motivated her. 
After the first few weeks, another side of her began to 
emerge in class and in one-on-one consultations. Sheila was 
very insecure. She seemed to be fighting an internal 
battle. She was unsure of herself in class. She did not 
speak up often and in group work seemed uncertain. One-on- 
one, she expressed great insecurity about whether she could 
handle the stress of making all the decisions but she did 
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not want to take a partner. She really wanted to make it on 
her own. Her insecurities plagued her throughout the twelve 
weeks. Her anxiety level remained high and tears flowed 
often in the one-on-one sessions. Her determination, 
however, was stronger than her insecurities. 
Eventually, Sheila's classroom behavior changed. At 
first, whenever she spoke she had the same fierce determined 
tone, red face and flashing eyes that she had when she was 
angry, but gradually she seemed to relax a little and was 
able to contribute to the class discussion. 
Since she was in the first class, the curriculum had 
not been tried before, utilized a dry, college, small 
business text, and offered little opportunity for class 
presentations. The marketing instructor was from a local 
college and complaints started almost immediately about the 
lack of usefulness of his information. My class included 
group work on fictitious businesses and there were 
complaints about relevance but Sheila worked her way through 
the material. She was trying to learn everything quickly 
because she needed to move on her business. She was going 
to have to start before the class was over because she 
wanted to get a catalog out for the busy spring selling 
season and it was already September when the course started. 
The frightening part was that she was going to have to use 
her house as collateral and needed $175,000 to start her 
business. 
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Under pressure, Sheila finished her business plan and 
presented it to the bank one month before class ended. With 
great excitement and trepidation, she got the loan and put 
her plan into action. Unfortunately, things did not work 
out as she had planned and hoped. Sheila's mettle was to be 
severely tested in the next two and a half years. 
Sheila got her orders for merchandise ready with 
suppliers. She contracted with a catalog producer to 
photograph and print her catalog. She bought equipment and 
her mailing list from the old company and moved into an old 
warehouse in a nearby location. After her catalog appeared, 
she decided to turn the warehouse into a retail outlet for 
excess inventory and began to have problems. 
Ten months after opening her business, she experienced 
cash flow problems and began to look for a partner. One 
month later she had arranged for an additional $15,000 and 
put out a holiday catalog. She did satisfactory business 
with the catalog but began to feel that she needed a better 
retail operation to bring in more cash. Her location was 
out of the way and she felt that she was losing much of the 
tourist traffic. Almost two years after Sheila took out 
original loan, she moved to a country marketplace on the 
main tourist road. Business picked up and Sheila was 
optimistic about the move. She began to take a little time 
off. 
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The economy began to decline at this time and the 
retail and mail order businesses were particularly hard hit. 
Sheila's problems began again. Not only was she having 
money problems, but her daughter was getting married and she 
indicated some health problems in the family. Her second 
holiday season was abysmal and the long winter found her on 
the brink of disaster. Several panic stricken conversations 
with me ensued. She had back debts of $50,000, some of them 
over a year old. The bank was threatening to foreclose, a 
supplier was threatening to have her arrested and sales were 
almost non existent. But she did have over $30,000 in 
inventory. We worked out a strategy. 
Sheila worked out an arrangement with the supplier, 
talked the bank into giving her more time and planned a 
special mid-winter sale. Business picked up a little and 
the last conversation that I had with her found her 
optimistic once more. Sheila's parting words were, "I have 
too much invested in this business and I'm just too damned 
ornery to give up now". 
Sheila's story summarizes the entrepreneurial 
rollercoaster. She got information and a great deal of 
support from the other participants and staff of the 
training program. She developed more confidence in her 
ability to run the business but ultimately it was her 
determination that kept her going in business. The story is 
not over and it is still questionable as to whether or not 
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her business will survive. She has not taken out any money 
yet and it is only because her husband is employed and 
supporting the family that she can continue. Yet, talking 
to her and living through the anguish and pain with her, a 
sense of her strength and "orneriness” seems to foretell 
success, no matter what the outcome. 
Postscript-1997 
Sheila eventually was forced to close her business and 
she almost lost her home, but she found a job and managed to 
pay off her debt. She stopped by the office in early 1997 
and said that the course was the best thing that ever 
happened to her. She could look back and feel proud that 
she took the risk and started the business. She learned so 
much from the experience that it made her very successful in 
her new position as the manager of a large retail operation 
for a non-profit organization. She said she would not trade 
the experience for anything. She displayed the confidence 
and self-assurance of success. Her vitality, energy and 
positive outlook were intact. Her business had failed but 
she had not. 
Findings 
This case study provides findings that respond to 
issues raised in the literature regarding entrepreneurial 
behavior and entrepreneurial education. While the extensive 
literature on entrepreneurial behavior is inconclusive (see 
Literature Review), this case study portrays the development 
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of entrepreneurial behaviors through educational 
programming. 
As noted in the literature (Fry & Weinzimmer, 1992; 
Hull, Bosley & Udell, 1980) the definition of success is 
related to the need for achievement but definitions vary, 
making measurement difficult. In many of the responses of 
the participants in this case study, success is defined as 
"not having to work for anyone again" or "never being fired 
again". Even if income is drastically reduced, these 
participants feel that they are successful because they are 
independent. Therefore, this definition of success may not 
reflect a high need for achievement as defined by McClelland 
(1976) but does reflect an achievement as far as the 
participants are concerned. It also provides a means for 
determining successful outcomes of the training program that 
are not tied to the gross sales or number of employee 
calculations that are used by funders and public officials. 
In the literature on unemployment Carey (undated) 
confirms my observations that the participants often enter 
the training program with feelings of inadequacy, 
helplessness and low self-esteem. As the feedback sheets 
have shown, participants often report increased self- 
confidence as a result of the program. Often this is 
attributed by them to the support of the staff and 
particularly the support of their peers. This finding 
reflects the literature emerging from the population-ecology 
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perspective. That is, the environment (in this case the 
training program) plays a significant role in providing 
social networks that connect entrepreneurs, resources and 
opportunities (Aldrich & Zimmer, 1986). Further, the social 
support of the group environment contributes to enhanced 
self-esteem (Boyd & Vozikis, 1994). 
In adapting the model (Figure 1) proposed by Bygrave 
(1989a) to the experiences in this case study (Figure 2), 
the triggering event, job loss, leads to innovation which is 
influenced by environmental factors and progresses to 
implementation. Figure 2 portrays factors relevant to the 
training program. As mentioned in the previous discussion 
of the Bygrave model in the Literature Review, the process, 
in my opinion, is not linear but cyclical and often the 
process is repeated several times. In this case 
implementation refers to reemployment or retraining in 
addition to new business development. 
Beginning in 1991, a computer data base has been 
maintained for all participants. Information is extracted 
from case files which contain applications, reporting forms, 
case notes, and completed business plans. Included in the 
data base is demographic information including; gender, 
race, family business background, age, educational level, 
and marital status. A summary of selected information is 
included in Table 2. Analysis of the computer data base 
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yielded additional findings of relevance to the demographic 
and sociocultural issues raised in the literature. 
1. Gender 
Although the percentage of women participants in each 
class varied from a high of 68% in the fall of 1993 to a low 
of 35%in the spring of 1992, 48% of the total of 428 
participants included in this study were women. Of the 264 
businesses started by participants, 131 (50%) were started 
by women. In this case study women started businesses at 
almost the same rate as men. 
2. Race 
The 1990 census (State Data Center, 1990) reported that 
2.8% of the total work force in Berkshire County was 
minority and 4.6% of the unemployed population was minority. 
In the Berkshire Enterprises program, 14 of the 428 
participants were minorities, 3.3% of the total number of 
participants, reflecting about the same proportion as the 
census figures. Of these 14, ten started businesses, a 71% 
start up rate which was higher than the total start up rate 
of 62%. These businesses represent 3.7% of the total 
business starts. 
3. Family Background 
According to the literature (Brockhaus, 1982; Cooper & 
Gascon, 1992; Duffy, 1985; Hisrich, 1986, 1990; Kent, Sexton 
& Conard, 1981; Scott & Twomey, 1988; Shapero & Sokol, 1982) 
a family background in business is a contributing factor in 
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many business start ups. At Berkshire Enterprises, 159 
(37%) of the 428 participants came from a family that owned 
a business (this information was supplied on the original 
application). Of the 264 businesses started by 
participants, 98 (37%) had family business backgrounds. 
Therefore, at Berkshire Enterprises the was no apparent 
connection between family business background and the rate 
of business start up. 
4. Age 
The average age of the participants was 41 and the 
average age of people starting businesses was 41.3, thus 
producing no significant difference between age and business 
starts. The women participants were slightly older (average 
age was 42) than the men (40), otherwise age seemed to play 
no part in differentiating participants. 
5. Education 
Education did not vary between participants who started 
a business and those who did not. While many participants 
had only a high school degree and several had advanced 
academic degrees, the average was two years of post high 
school education, both for total participants and those who 
started businesses. 
6. Marital status 
The percentage of married women participants and those 
who started businesses was the same (53%). A higher 
percentage of total male participants were married (75%) and 
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this was even higher for those who started businesses (83%). 
While I found no studies that focused on marital status and 
entrepreneurs, the importance of social networks (which 
includes family) to entrepreneurship is noted in several 
studies (Aldrich & Zimmer, 1986; Mokry, 1988; Tjosvold & 
Weicker, 1993). 
While age, education, gender and educational level did 
not seem to provide differentiations between those who 
started a business and those who did not, marital status 
might be significant, especially for men. Since the micro 
businesses that are generally started by Berkshire 
Enterprises' participants often take some time to generate 
consistent income for the owner, other means of support are 
necessary. In this case it seems that spouses provided that 
support. Further research is necessary on subject. 
Conclusion 
Through an evolutionary, iterative process, over seven 
years, that incorporated methodologies from the literature 
on adult learning theory and entrepreneurship, the Berkshire 
Enterprises entrepreneurial training program addressed 
issues of unemployment by helping people redirect their 
lives. This was possible because several elements that 
emerged from participant feedback and were confirmed by 
observations, led to changes in the curriculum. The 
elements were addressed through adaptations in the teaching 
methodologies. 
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The elements that emerged were: 
1. Issues of unemployment needed to be addressed in 
the curriculum design. 
2. Adult learning strategies provided methodologies 
that addressed those issues. 
3. A staff composed of present or former business 
owners provided the necessary practical, relevant 
orientation. 
4. Networking skills were enhanced by interacting with 
staff and peers. 
5. Continual feedback from participants provided 
essential guidance for curriculum development. 
6. Beneficial results beyond business starts need to 
be included in assessments of entrepreneurial training 
programs. 
The foundation of the approach that addressed these 
elements utilized; self-directed learning assignments, small 
group activities and strong staff and peer support. All 
instructor/consultants after 1989 were current or former 
business owners, thus providing a practical "hands-on" 
orientation. Classes were built around the creation of a 
business plan with the focus on individual needs. Group 
activities replaced the workplace structure. Perhaps more 
importantly, the group support encouraged participants to 
take risks in attempting new behaviors. Encouraging each 
other became a crucial factor in dealing with the anxiety of 
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making changes in their lives and building confidence. The 
group interaction provided a valuable source of information 
and often graduates were the first customers for the new 
businesses. By creating a comfortable, flexible, yet highly 
structured environment and demanding standards, the 
participants had the needed structure within which to deal 
with the ambiguity involved in starting a business and a 
feeling of success when they finished the program, even if 
they did not start a business. To continue to work at 
difficult problems for their own businesses and to stay 
positively motivated, they needed the encouragement from 
each other and an attentive staff. Since there were no 
grades or academic credit and the program was free, there 
were no external motivators. Cheerleading by their peers 
helped to encourage the strengthening of internal motivation 
and built confidence. I found that opportunities for the 
development of group interaction needed to be built into the 
curriculum (cooperative learning, study groups, classroom 
breaks, etc.). The sooner group support developed, the 
sooner participants became more actively involved in 
directing their own learning experience. Within the 
structure, continual feedback allowed for changes that were 
necessary within the curriculum and also allowed 
participants to be part of creating their own learning. 
Continual, organized interaction with the staff for 
feedback, critique, and encouragement strengthened the 
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supportive atmosphere. Having the presentation of their 
business plans to their peers as the concluding project of 
the program gave participants a concrete goal to work 
towards. A culminating graduation ceremony provided the 
celebratory atmosphere for the send off of the new 
entrepreneurs. 
By combining practical business information with 
entrepreneurial behavior development, participants reported 
that the increased self-confidence they gained from the 
program helped them refocus their lives and overcome the 
trauma of job loss. Furthermore, 264 of the 428 
participants in this study started businesses and most of 
the others found employment, increasing revenue and jobs in 
a rural area experiencing severe restructuring of the 
economy. 
CHAPTER 5 
CONCLUSION 
Introduction 
Times of rapid change, while unsettling and riddled 
with anxiety, are times of opportunity and growth. The 
entrepreneur, either by choice or not, embraces change. 
Seeing opportunity, acting on the opportunity and adapting 
to fluctuating environments is the blood of new venture 
formation. To the entrepreneur, the current climate of 
volatile eruptions in the social, economic and political 
landscape, is an exciting place providing the turbulent 
atmosphere that fosters new visions. Developing this 
perspective is both possible and necessary. 
This case study has described how entrepreneurial 
behavior development provided the framework for utilizing an 
educational setting to foster attitudes that encouraged new 
ways of thinking and adapting to change. While it is 
essential to provide access to technical information about 
small business creation and management, supportive personal 
development and growth skills must be considered in 
entrepreneurial training programs for the unemployed. 
As the field of entrepreneurship expands in response to 
the explosion of interest, new approaches are necessary to 
accomodate diverse perspectives. This study explored 
dilemmas in the field with these conclusions: 
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1. Defining entrepreneurship has been problematic for 
economists and researchers from other disciplines and a 
generally agreed upon definition remains elusive. 
2. While defining entrepreneurship and differentiating 
entrepreneurial behavioral has defied consensus, there is 
agreement that some entrepreneurial skills can be identified 
as necessary for successful business ownership. 
3. Entrepreneurial education is a rapidly growing 
field attracting interest from a variety of disciplines and 
yielding findings that have applications to education, 
economic development and reemployment strategies. 
4. Experiences at the Berkshire Enterprises' 
entrepreneurial training program, which targeted the 
unemployed population, demonstrated that entrepreneurial 
behavior development is not only possible, but is successful 
at helping people cope with uncertainty and redefine their 
goals whether they start a business or not. 
This chapter addresses each of these conclusions, 
including responses to the research questions raised in the 
case study. It also includes recommendations for future 
study and final reflections. 
Conclusions 
1. Defining entrepreneurship has been problematic for 
economists and researchers from other disciplines and a 
generally agreed upon definition remains elusive. 
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Early definitions of entrepreneurship by economists, 
when they existed, focused on outcomes of entrepreneurial 
activities. This focus has been problematic for the field 
and has resulted in difficulties in creating consistent 
theories on which to base research. As the field expands to 
include micro-business and international entrepreneurship, 
the definition becomes more elusive. Most articles that 
report the results of research studies on entrepreneurship 
begin with a summation of previous definitions and either 
select one for the purposes of the study or create a new, 
often more convoluted, one. The more inclusive the attempt 
at a definition, the more complicated and cumbersome it 
becomes (e.g. Carsrud, 01m & Eddy, 1986). Bygrave (1989b) 
proposed using the mathematics of chaos and catastrophe to 
explain entrepreneurship because the "essence of 
entrepreneurship is a change of state. . .[which] cannot be 
analyzed by reducing it to its individual parts" (p. 9). 
As the focus shifts to an emphasis on the process of new 
venture creation, the understanding of adaptation to change 
becomes more important. Recent studies (McCarthy, Krueger & 
Schoenecker, 1990; Hanks, Watson, Jansen & Chandler, 1993) 
have looked at the stages of growth in new businesses to 
explain changes over time, including emphasis on defining 
life cycles. 
The discussion shows no signs of diminishing as the 
interest in entrepreneurship grows. The search for a 
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consensus on a definition will continue but remain elusive. 
At some point researchers may have to accept the fact that 
multiple definitions are a satisfactory solution for 
defining a subject that is ambiguous and deals with 
continual change. After a brief review of the historical 
definition, this study used a broad definition that focused 
on the individual, emphasizing the innovation, flexibility 
and creativity, required to find opportunities in periods of 
disequilibrium. 
2. While defining entrepreneurship and differentiating 
entrepreneurial behavioral has defied consensus, there is 
agreement that some entrepreneurial skills can be identified 
as necessary for successful business ownership. 
Research into entrepreneurship has a relatively short 
history but has accelerated rapidly as a field of study. 
One focus of research attention is on the behavioral 
characteristics of entrepreneurs which began with David 
McClelland's studies of the need for achievement in the 
1960's (McClelland, 1976). Other early studies included 
attention to risk taking and locus of control. While there 
has been much discussion on the topic in the literature, 
there is general agreement that research has not found 
conclusively that there are behaviors which differentiate 
entrepreneurs from the general population, or predict who 
will become an entrepreneur (Aldrich & Zimmer, 1986; 
Brockhaus, 1982; Cooper & Gascon, 1992; Herron, 1994; 
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Ronstadt, 1984; Sexton & Bowman, 1983; Shapero & Sokol, 
1982) . 
In an attempt to refocus the discussion, Gartner (1989) 
said that trying to determine who is an entrepreneur, is the 
wrong question. Instead, he recommended that research focus 
on how an entrepreneur behaves during the process of small 
business start-up. Other research proposed a shift in focus 
to the contexts in which the entrepreneur operated (Aldrich 
& Zimmer, 1986; Bird & Jelinek, 1988; Cunningham & 
Lischeron, 1991; Shapero & Sokol, 1982). While it is true 
that environmental contexts influence entrepreneurial 
behaviors, the fact remains that there are behaviors 
generally accepted to be important for entrepreneurs. This 
case study reflects the need for the acquisition of certain 
behaviors in order for people to redefine their futures 
whether they start a business or not. Entrepreneurial 
behavior development includes self confidence as the 
essential building block of the necessary characteristics. 
In order to cope with ambiguity and change and make 
decisions creatively, an entrepreneur must have confidence 
in his/her own abilities. Taking responsibility for one's 
actions reflects inner control and is an important component 
in deciding to take moderate risks. This study described 
how entrepreneurial behaviors can be developed through an 
educational program that intentionally incorporated 
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strategies to encourage their development, particularly 
through adult learning methods. 
3. Entrepreneurial education is a rapidly growing 
field attracting interest from a variety of disciplines and 
yielding findings that have applications to education, 
economic development and reemployment strategies. 
Entrepreneurial education is blossoming in two 
different, but parallel, arenas. In institutions of higher 
learning, departments are forming, chairs endowed and the 
number of courses growing (Gartner & Vesper, 1994). The 
number of students enrolling in entrepreneurial studies who 
want to become entrepreneurs is expanding rapidly (Block & 
Stumpf, 1992). At the same time, federal, state and local 
governments have looked at entrepreneurial training as a 
means for coping with a changing and volatile economic 
landscape. Private foundations and grass roots 
organizations are also involved in small business 
development. These organizations are starting and 
supporting entrepreneurial training programs for targeted 
populations. Most programs and courses, regardless of 
institutional origin, focus on technical business skills 
like financial management, marketing research and marketing 
strategies, and business plan development. They also focus 
only on business starts and employing others as positive 
outcomes. While these areas may seem to be the logical need 
for small business development, this case study demonstrated 
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that it is not enough. Attention must be paid to developing 
entrepreneurial behavioral skills. Many people can be lured 
into believing that business information provides the tools 
for small business operation without recognizing the complex 
and murky demands of entrepreneurship. Educational 
programs, especially for targeted, disadvantaged, 
populations can raise unrealistic expectations if they do 
not include entrepreneurial behavior development as part of 
the curriculum. This case study showed that by 
incorporating this perspective, programs can yield positive 
results in addition to business starts, such as successful 
reemployment or further training. 
4. Experiences at the Berkshire Enterprises 
entrepreneurial training program which targeted the 
unemployed population, demonstrated that entrepreneurial 
behavior development is not only possible, but is successful 
at helping people cope with uncertainty and redefine their 
goals whether they start a business or not. 
The first three research questions addressed by this 
case study were: 
1. What were the key elements that emerged in the 
development of a curriculum to teach the unemployed 
entrepreneurial skills? 
2. How did the staff and participants respond to these 
elements? 
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3. What was the impact of the training program on the 
participants? 
The first key element was the need to respond to issues 
of unemployment. Entrepreneurial education for the 
unemployed was created as a possible solution for unemployed 
people in an area where good jobs were disappearing. It was 
viewed as an economic development strategy by public 
officials. The original intent was to help high tech 
engineers who were laid off during downsizing from General 
Electric form small high-tech companies. The expectation 
was that an intensive program of business information would 
encourage this development. The reality was that the few 
engineers I did see did not possess the attitudes necessary 
to become entrepreneurs. They (both men and women) usually 
had been employed for more than twenty years at General 
Electric and were intimidated by the uncertainty and 
ambiguity of entrepreneurship. Most went on to find other 
employment, usually out of the area. The people that I 
encountered were laid off from a variety of smaller local 
businesses, were mostly blue collar, and were angry and 
determined not to be fired again. They were usually 
suffering from a loss of self-esteem and struggling to cope 
with the disequilibrium in their lives. 
The second key element was creating a supportive 
environment utilizing adult learning methodologies. Most 
people found the first few weeks of the ten to twelve week, 
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twenty hour a week, program difficult. While coping with 
the crisis of unemployment, they were challenged to think in 
new ways. Preconceived notions of education and business 
were quickly abandoned in light of new information. As they 
became engaged in the process of new venture creation and 
responded to the support of their peers and staff, 
enthusiasm grew and old ways of thinking began to change. 
The energy became contagious as the task of creating a 
business plan for themselves took shape. Even when it 
became clear that some were not going to start a business, 
energy stayed high because a new vision for a future had 
become clearer. None of this was anticipated when the 
program was started. 
Entrepreneurial behavior development was encouraged by 
incorporating findings from adult learning theory into 
teaching methodologies. Skills such as internal locus of 
control, moderate risk taking and creativity were developed 
through self-directed learning in a supportive environment 
that valued previous experience and provided practical 
business information. 
Adults returning to an educational setting bring 
memories of previous educational experiences. Often these 
memories are not happy ones. Their expectation is that the 
"teacher" is the expert and will tell them what they need to 
learn and how to do it. Adults often do not recognize the 
value and knowledge that they have acquired through their 
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own experiences. They expect a structured, authoritarian, 
educational scenario. Yet the demands of the marketplace, 
whether as employee or entrepreneur, are for creativity, 
innovation and independence (Naisbitt & Aburdene, 1990), 
flexibility (Binks, 1994), and integrating the thinking and 
behavior of entrepreneurs into the job (Pedersen, 1993). 
Adult learning theory, developed in the 1970's by 
Malcolm Knowles (1990), provided a rationale and the 
techniques for inculcating entrepreneurial behavior. Self 
confidence, which leads to inner control, need for 
achievement and moderate risk taking, can be developed 
through self-directed learning. By adopting techniques 
developed through adult learning theory, entrepreneurial 
behaviors can be encouraged to enable people to cope with a 
changing economic climate. Not all people will become 
entrepreneurs but entrepreneurial skills can help people 
define and control their own careers. 
The third key element was utilizing staff that had 
current or previous business ownership experience. This 
became a requirement for all newly hired instructor/ 
consultants because it not only added a personal dimension 
to the instruction, but provided a practical perspective 
that participants found relevant and made understanding 
complex issues like cash flow easier to comprehend through 
personal experience stories. In addition, instructor/ 
consultants provided role models. The literature, while 
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focusing on family role models in entrepreneurship 
(Brockhaus, 1982; Cooper & Gascon, 1992; Duffy, 1985; 
Hisrich, 1986, 1990; Kent, Sexton & Conard, 1981; Scherer, 
Adams, Carley & Wiebe, 1989; Scott & Twomey, 1988; Shapero & 
Sokol, 1982), has noted the importance of exposure to other 
role models for entrepreneurial intentions (Matthews & 
Moser, 1996). 
The importance of developing networking skills was 
another element that had an impact on participants. Aldrich 
and Zimmer (1986) have described the importance of social 
networks in connecting entrepreneurs, resources and 
opportunities. Often the businesses started by participants 
utilized other graduate businesses for services such as 
graphic design, carpentry, painting, etc. The peer 
affiliations were so strong that often the first and 
steadiest customers for fledgling businesses were 
classmates. Developing networking skills also proved 
valuable in finding new jobs for many of the participants. 
Another key element was the inclusion of continual 
feedback from participants and revisions to the curriculum 
in response to the feedback. By providing a mechanism for 
participants to reflect on their experiences, either through 
journal writing or feedback sheets, they felt part of 
creating their own learning. This helped to encourage the 
empowerment and increased self-esteem that are noted in the 
literature as the goals of action research and training the 
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unemployed (Deshler & Hagan, 1990; Friere, 1985; Tapp, 
1988) . An atmosphere of creativity and flexibility was 
created for the staff by continually evaluating and revising 
the curriculum. This allowed the staff to reflect on their 
own observations. The flexible, adaptable curriculum also 
provided a model for participants of the value of being open 
to change and revising strategies, qualities important to 
entrepreneurs (Mitton, 1989). 
The fourth research question asked: How do findings 
from a case study of an entrepreneurial training program for 
the unemployed contribute to an understanding of 
entrepreneurial education? 
By tracing the development of thinking about the 
entrepreneur in the literature and through examining the 
Berkshire Enterprises entrepreneurial training program, it 
is possible to draw some conclusions about the process of 
creating entrepreneurs that contribute to the understanding 
of entrepreneurial education: 
* Most participants entered the program expecting 
emphasis on the acquisition of technical information, 
especially financial information, in a passive classroom 
environment. 
* Most participants left the program reporting 
personal growth as a major result along with the business 
information. This was attributed by them to the staff and 
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group support during the program. Personal growth was also 
observed by the staff. 
* High structure and attendance requirements in the 
program were important in creating a comfortable environment 
for people recently laid off from regular employment. 
* Continual participant feedback was integral to 
creating a program that was flexible in meeting individual 
and group needs. Content and process were altered during 
the course of the program in response to this information. 
* The material needed to be taught in a "hands-on" and 
relevant manner which was best facilitated by instructors 
who had direct business ownership experience. 
* Emphasis needed to be not only on the assimilation 
of information but on applying it and reporting back for 
reassessment. 
* Participants built confidence by improving self 
presentation skills through role playing or presentations to 
the class. 
* The importance of the group interaction was noted by 
the staff and the participants and was encouraged by 
structuring small group activities within the curriculum and 
study groups for work within and outside the classroom. 
* Even if graduates did not start businesses, the 
impact of the program helped people define their goals so 
that they were able to look for additional training or 
return to work with new confidence and skills. 
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* Results of entrepreneurial educational programs need 
to be measured holistically and include other measures 
besides business starts. 
Entrepreneurial education has applicability for coping 
with an economic, political and social climate characterized 
by rapid change where ambiguity and uncertainty rule and 
entrepreneurial skills are reguired. Entrepreneurial 
behavior development can be incorporated into educational 
approaches with beneficial results. 
Recommendations for Future Study 
The fifth question asked in the case study is: What 
implications does this study provide for future research? 
Broadening the concept of entrepreneurship to include 
disadvantaged populations has profound implications for 
future research. While there is disagreement on the 
inclusion of these populations in the literature (Schein, 
1994) , the increase in micro-enterprises reflects the growth 
in this sector and needs to be included in future research. 
Further research into role models, environments and social 
support networks could clarify barriers and opportunities 
for entrepreneurship for disadvantaged populations. In 
addition, further research could establish acceptance for 
other positive results from entrepreneurial education such 
as; reemployment, job satisfaction, other training, and 
refocused goals, all of which were observed in this case 
study. 
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As has been suggested (Block & Stumpf, 1992; Van de 
Ven, 1992) results of entrepreneurial training cannot be 
determined without long range longitudinal studies. Van de 
Ven recommends a ten year time span to fully assess the 
results of training. The participants in the Berkshire 
Enterprises program should be surveyed periodically, by mail 
or through interviews, to continue to track their progress 
to provide a long range perspective. 
A case study should be conducted of the other two 
similar entrepreneurial training programs in Massachusetts. 
While methodologies may be similar, instructors and 
participants differ and the environment in the more urban 
atmosphere may yield interesting contrasts. 
Recent literature (Aldrich & Zimmer, 1986; Tjosvold & 
Weicker, 1993) indicates the importance of networks to 
entrepreneurs. The group support was an important element 
mentioned by participants in increasing their confidence. 
Future research should focus on the impact of the training 
experience as a networking opportunity. 
Quantitative studies that yield information on the 
return on government investment in training programs in 
increased community revenues would establish the economic 
benefits of government supported entrepreneurial training 
programs. 
As the economic landscape continues to alter 
dramatically, the fields of entrepreneurship and 
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entrepreneurial education will be called on to help foster 
new approaches to adapt to the volatile changes. Research 
will continue to be ambiguous and inconclusive and continue 
to explore new territories, not unlike the field. 
Researchers will have to adopt entrepreneurial behaviors 
themselves, like adaptability, flexibility and openness to 
new ideas, in order to provide new insights to the field. 
Concluding Remarks 
Government economic development strategies are slowly 
beginning to recognize the need for support of small and 
micro business development as a key to revitalizing 
declining economies. Often these strategies include small 
business consulting and access to attractive financing. 
When the response to these programs is insignificant, the 
assumption is made that there are no potential entrepreneurs 
in the community. Often more programs are offered, or new 
strategies developed focusing on tax incentives or land 
development, with equally puzzling results. It is important 
to recognize that academics and government officials 
perceive entrepreneurial support differently than 
entrepreneurs. 
Entrepreneurial development programs use tools 
government developers are comfortable with: financing, 
technical assistance, physical facilities, and 
information. The more fundamental forces bringing 
entrepreneurship about, such as family, the presence 
and effectiveness of social networks, or attitudes 
supportive of entrepreneurship, receive virtually no 
serious attention from formal economic development 
programs (Mokry, 1988, pp. 111-112). 
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Breaking through the barrier of assumptions about 
entrepreneurs is a challenge, especially when the academic 
literature is inconclusive about identifying entrepreneurial 
behaviors. It is possible, however, to address the demand 
of employers for innovation, flexibility and adaptability to 
change. Popular and educational literature is replete with 
calls for revisions in curricula to incorporate these 
essential workplace skills. By utilizing entrepreneurial 
behavior development, educational institutions can not only 
encourage small business start-up, but help people create 
better careers for themselves in the face of an ever 
changing, uncertain future. Learning to look for 
opportunities and creatively solve problems in an atmosphere 
of ambiguity is a skill that can and must be incorporated 
into educational practice. 
The entrepreneurial training program described in this 
case study is an ongoing project in Massachusetts. The 
United States Department of Labor continues to allocate 
funds for entrepreneurial training for dislocated workers. 
The Donahue Institute recently received funding for a pilot 
project in the Pioneer Valley in Western Massachusetts. It 
is hoped that the lessons learned from this case study will 
provide insight into the process of entrepreneurial training 
for other programs. 
Berkshire Enterprises continues to experiment with new 
curriculum models, but the elements of the "implicit" 
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curriculum remain unchanged. Providing a supportive, 
rigorous, intensive environment where people learn to take 
risks, develop confidence and set goals for themselves 
continues to provide the foundation for entrepreneurial 
development. The mission statement for Berkshire 
Enterprises that Alan Robertson wrote when the program began 
in 1989 embodies this approach: to aid, encourage, train, 
nurture and advise prospective entrepreneurs in the 
development, start-up and management of their businesses. 
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APPENDIX B 
TELEPHONE SURVEY 
QUEST:ONftIRE FuR BERKSHIRE ENTERPRISE GRADUATES 
1) Uhen did you graduate from the program? (fill in if we know this ahead or tint) 
2) Did you start a business after graduating? (only for those wno did not report 
starting a business at termination) Yes_ No_ 
3) How long did it take you to start the business after graduating? 
(answer should be in months) months 
4) Uhat is the name of your business? _____ 
Uhat is your primary product or service? __ 
Does the business support you? Yes No_ 
a) If yes, how long was your business going before it could support you? 
b) If no, when do you expect that it will support you? _________ 
c) Uhat are your expected sales for this year? _________ Profits?_ 
d) How much do you expect to take from the business this year? Next rear? 
5) How many people does your business employ and what are they paid? 
Full time_ Wages_ Part time _ Wages_ 
Seasonal People _ Wages __ 
4) How many people do you expect that your business will employ in two years? 
Full Time _ Part Time _ Seasonal _ 
7> How could Berkshire Enterprises help your business today? 
8) Uhat were the most useful things you learned at Berkshire Enterprises? 
?) Uhat kinds of things do you wish we had taught? 
10) Uhat does the future look like for your business? 
Uhat are the key challenges? 
11) Uould you recommend Berksnire Enterprises to a friend who was thinking of 
starting a business? Yes _____ No __ 
12) If you are no longer in business, how long were you in business (months)? _ 
Uhat happenned to the business? 
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APPENDIX C 
MAILED SURVEY 
BERKSHIRE ENTERPRISES 
FOLLOW-UP QUESTIONNAIRE 
ALL INFOH\H TION IS COMPLETEL Y CONFIDENTIAL! 
Please fill out as completely as possible and return in the envelope provided by August 30. 1996. This information 
will be used as complied information only! 
UPDATE INFORMATION 
1. Participant's name __ 
Last First 
2. 
4. 
Name of Business (if applicable) 
Business Phone Numbers) 
Name of Business 
Business Phone Numbers) 
Are you currently employed in a business other than one vou operate ’/ourself? 
EMPLOYMENT CHARACTERISTICS 
□ YES 
□ NO 
(go to next question) 
(skip to 5) 
4a. What kind of work do you do. and what is your job title? 
Job Title Duties 
4b. On average, how many hours do you usually work per week? _(hours) 
5. FOR ALL RESPONDENTS: Are you currently operating a business? □ YES (go to next question) 
□ NO (skio to 3) 
6. BUSINESS CHARACTERISTICS 
6a. What is the name of your business and what kind of business is it (describe mam product or services): 
Name of business 
Type of business 
6b. On av erage, how many hours do you usually work in your business per week? _(hours) 
6c. Is your business organized as: 
Soie proprietorship □ Subchapter S. corporation □ Franchise C 
Partnership □ Regular corporation □ Nonprofit □ 
6d. Have you established a business checking account? 
If ves: When did vou establish that account? / / 
MO DAY YR 
6e. Have you made a first sale yet? 
If ves: When did vou make that sale? _I_1_ 
MO DAY YU 
6f. Have you registered you business locally yet? (For exampie. have you received a "Doing Business As" 
license, a sales tax license, or other business license?) □ YES 
□ NO 
Lf ves: When did this first occur1 I ! 
mo day ra. 
163 
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6g. Do you have any paid employees'1 □ YES 
□ NO 
If yes: How many full-time employees do you have? _ 
How many pan-time employees do you have1  
6h. Are there any other owners of your business besides yourself? □ YES 
□ NO 
If ves: Could vou tell me which ones participated in the Berkshire Enterprises program? 
1) _ 3)_ 
2)  4  
7. BUSINESS FINANCES 
7a. How much of your own money have you invested in your business since you staned in the program? 
(This means owner's equity.) _($) 
7b. Besides loans or grants, how much equity have outsiders invested in your business since you stated in 
the program? (This does not include debt that you have to pay back.) _(S) 
7c. And how much, in total, have vou borrowed from others since you started in the program? 
_(S) 
7d. Have you received financial support for your business from any of the following sources? 
CHECK ALL THAT APPLY 
Family □ Venture capital firm □ 
Friends, or other individuals □ Public Loan Funds (PERC/WMEF) □ 
Bank □ Other non-commercial financing □ 
7e. What was your business's total annual gross sales for 1995? _(S) 
7f. How much owner's draw did you take from your business in 1995? _(S) 
(go to END) 
8. NOT CURRENTLY IN BUSINESS 
8a. Did you operate a business any time after you started in the Berkshire Enterprises program? □ YES 
(go to next question) 
□ NO 
(go to END) 
8b. When did vour business stop operating? _/_/_ 
MO CAY YR 
8c. What were the main reasons your business stopped operating? 
CHECK .ALL THAT APPLY 
Didn't generate enough sales 0 Personal or family reasons D 
Couldn't get necessary financing □ Other 0 
(specify)_ 
9. END (please see next page for Berkshire Enterprises Program Information Update) 
BERKSHIRE ENTERPRISES PROGRAM INFORMATION 
1. Did the training at Berkshire Enterprises help you9 In what way9 Please be as specific as possible. 
2. Do you refer to any material that you have from Berkshire Enterprises? If so. what material. 
3. What part of the program stands out in your memory? 
4. What, if any. impact did Berkshire Enterprises have on you? 
APPENDIX D 
STUDENT FEEDBACK REPORT 
DATE CLASS BERKSHIRE ENTERPRISES 
STUDENT FEEDBACK REPORT 
The purpose of this questionnaire is to get your feedback regarding 
your expectations and their fuifiilment during the Enterprises 
training program. The faculty for the program will try to incorporate 
your comments into the program - What you say is important! 
What were your expectations of the program when you started ? What do you 
warn from the program ? 
How are these expectations being fulfilled ? - Are you getting what you warn 
and need? Why or why not? 
What was your response to the TIME MANAGEMENT WORKSHOP ? Cousins 
Was the MYERS/BRIGGS Workshop useful ? Why or why not ? 
166 
Page 2 
Please provide your comments on the classes taught - Both Positive 4 Negative. 
BUSINESS PLANNING - Singer 
MONEY MANAGEMENT - Fogel 
. 
MARKETING - Robertson 
COMPUTERS (If Applicable) 
K’INANC’lNG-*-‘Roche 
• 
Is the class material too hard - too easy ? Are able to get the work done ? 
Are class schedules adequate ? 
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Is the individual counseling useful - improvements ?? 
How do you feel about the parts of the business plan you have completed ? 
What could be done to improve ? 
What subjects are you expecting later in the program? 
So far, are there any pieces that should not be taught ? 
• 
APPENDIX E 
PARTICIPANT WAIVER FORM 
PARTICIPANT WAIVER FORM 
Berkshire Enterprises is funded by a grant from the L’-S. Department of Labor. The 
Federal Government requires that we record general information about a partictirant's new 
employment situation when s/he returns to work. This information is used, in part, to 
monitor the performance of this Project 
To make full use of the Project, you must agree to provide the Project with the 
following informa don about your new work situation: 
o Name and address of new employer 
o Start date 
o* Starting wage 
o Number of Hours 
o Manager/Supervisor's name 
We may contact Project participants' new employers on a random basis to verify 
information. Ail information is confidential 
TO BE COMPLETED BY THE PARTICIPANT: 
L _, agree to provide Berkshire Enterprises with 
general information about my new employment situation upon finding my next job. This 
information will include the name and address of my new employer, starting date and 
wage, and manager's name. In addition, I understand that the Project staff may contact 
my employer to verify the information. 
Particoantis Signature 
* w 
Date 
Project Manager's or Counselor's Signature Date 
t, /et 
169 
APPENDIX F 
WEEKLY CLASS SCHEDULE 
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